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Color—All Important 


Right Shade for Right Season Stressed: 
Don’t Launch New Tones Too Quickly 


spring and summer footwear 
will be color. Soft modulated 
shades will be in vogue. Pastel 
Parchment, Shell-Gray, Roseblush, 
Stone and Stroller Tan will form the 
basic color theme. These colors will 
harmonize with all fashionable gar- 
ment and millinery colors. Spanish 
Raisin, a_ strictly -novelty color, 
should be discreetly used and in 
moderation. It is very smart but 
blends only with certain related 
tones and cannot be considered a 
volume color. 
I strongly urge that you stress the 
importance-of featuring the right 
colors for the right season. When 


T= most important factor in 


prematurely launched, good colors i 


can be killed almost before they are 
born. -Shades such as Pastel Parch- 
ment, Roseblush and Shell-Gray 
should be held in leash until the time 
is right for seasonal exploitation to 
consumers. 


By Margaret Hayden Rorke 





This remarkable ium on color in 
footwear and its relation to the costume 
reached the convention of the South- 
western Shoe Retailers Association last 


ly the necessity of your careful 
study of artistic harmonizing, blend- 
ing and contrasting of colors and 


summer will be as follows: 


LUES, from pale tints to navy, 
stressing grayish, greenish and 
mauve tones. 
Shell-Gray, Pastel Parchment, 
Roseblush and Stone can be worn 
with all fashionable blues. Stroller 
is also 
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Managing Director, Textile Color Card Ass'n. 


Warm rose shades, light wine and 
dusty mauve tones will be smart. 
With these can be worn Roseblush, 
Shell-Gray and Spanish Raisin. 
Light grays promise well. Shell or 
similar tones, reptile gray or black 


ved are safest for harmony and contrast. 


A Spanish Raisin or dark blue shoe 
with gray garment can be smart if 
used properly. Light and medium 
grayish and hjuish greens will con- 
tinue fashionable for daytime wear. 
With these, Roseblush, Shell-Gray, 
Stone, and Stroller Tan or black are 
the happiest combinations. A black 
shoe can be worn with any color, but 
is not smart unless it has a definite 
color relationship with the ensemble. 
Black in frocks, coats and millinery 
is still very chic, but will not affect 
the demand for colors. Black and 
white combined will be featured in 


















36 BOOT AND SHOE RECORDER 


How 
Highisa 
Man’s 


Hi Heel 


There Is More 

to the Style Than 
Elevating the 

Short Fellow— 

It May Do Something 
to Increase Shoe 
Selling to Men 


ment needs a crusader. And 

the men’s shoe business is no 
exception. When Jesse Adler, chair- 
man of the men’s style committee, 
gave the 1200 members of the in- 
dustry, assembled in recent conven- 
tion at the Allied Shoe Styles Con- 
ference, New York, the benefit of 
his findings as to what the trade 
needs in the way of a stimulus men’s 
shoe-wise, he emphasized the fact 
that the lasts with higher arches 
and heels to 12/8 and to 14/8 would 
“do the trick.” 

But the man who has been loudly 
talking higher heels and higher 
arches for many months on shoes 
made on typically American lasts, 
instead of British, has been that 
staunch warrior and veteran builder 
of men’s shoes—Alfred W. Donovan, 
president of the New England Shoe 
& Leather Association. President 
Donovan gave action to his talk at 
the Massachusetts Retail Shoe Mer- 
chants’ Association meeting last 
week by a magnificent and forceful 
gesture when he literally threw 
across the table the higher-heeled 
and higher-arched summer weight 
shoes, right into the hands of the 
actual shoe buyers. 

“We change the style between 
winter and summer weights in order 
to increase your pairage. There is at 


F a big merchandising move- 


present no other means that can 
compare with it to give the industry 
more business. 

“The industry should tell the men 
of the country that they ought to 
wear lighter weight shoes in the 
summer than in the winter. Take 
a woman’s oxford and compare it 
with a man’s for spring time wear. 
Look at a man walking beside a 
woman member of his family, he 
wearing a 20 iron edge and his wife 
wearing two beveled edges—yet they 
are both treading on the same side- 
walk or road. The 20 iron edge is all 
wrong—your good wife is right. You 
do not need this extra tonnage all 
the year round. 


669 AM an advocate of keeping 

things as they are for the winter. 
I would not stand here and attempt 
to upset the present vogue in men’s 
shoes for the winter, but in the de- 
velopment of style and fit and qual- 
ity.. It takes an entire winter sea- 
son to prepare goods for spring, and 


it is because in the winter it is the. 


logical time to prepare vehicles to 
carry the idea of summer weight 
shoes to you that 60 or 70 manu- 
facturers have now adopted, in 
addition to their other summer 
weight styles, lasts with slightly 
higher arches, carrying 10/8 and 
11/8 heels. 





“These manufacturers believe that 
these higher heels will give you a 
chance to display and talk about 
your summer weight shoes to better 
effect. It is easier for you to sell 
a shoe with an arch slightly ele- 
vated to some people and for some 
feet than one with the low heel. 

“One of our speakers has stated 
that we are $30,000,000 off in the 
sale of men’s shoes. We are, if we 
continue to overlook our chances to 
give impetus to the men’s summer 
weight shoe business by the intro- 
duction of the higher heel shoe. We 
will be off nearer to $75,000,000. 
Running at 60 per cent of your ca- 
pacity will soon spell 50 per cent if 
you are not quite careful. We must 
each do our part in giving the 
American man a chance to wear, to 
buy; we are not treating him fairly 
if we dé not do so. 


HIS type of high-heeled, high- 

arch shoe which I am here show- 
ing lends itself to pattern, to trim, 
to summer weight purposes; it lends 
itself to the tastes, to the foot con- 
struction, of a large number of the 
possible customers of our shoe stores. 
Why force 30 to 35 men out of every 
hundred to wear an 8/8 heel when 
they would be better fitted and better 
suited in shoes with heels slightly 
higher than an inch?’ 
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Budget 95% Actual Performance 


How Its Done in 


Sioux Falls, S. D. 
By S. H. BALASTY 


Fantle Bros., Inc. 


jority of shoe dealers go out of 

business for the reason of their 
inability to turn their merchandise. 
Excess stock in the shoe store or 
shoe department will beyond any 
question put the shoe dealer out of 
business. The fact that the styles 
are so rapidly changing and unless 
one turns the stock while it is fresh 
one will have to suffer abnormal 
mark downs and possible loss of sales 
volume because of the fact that the 
stock is not up to standard of public 
demand. 

Statistics also show that it is nec- 
essary to turn shoe stock from two 
to four times a year in order that 
this type of merchandise may yield 
a profit. When one stops to consider 
the necessity of closing out at ab- 
normal mark downs and suffer un- 
expected losses, from lack of volume, 
one may expect no profit. 

In order to secure a creditable 
turnover it is absolutely necessary 
for the shoe buyer to be well 
equipped with information when go- 
ing to market. Largely due to the 
reason that it is necessary to buy 
better grades of shoes a number of 
months in advance, knowledge is ab- 
solutely required lest a serious mis- 
take may be made. 


GS joni ot show that the ma- 


HE unit buying budget present- 

ed herein-is deemed to be the 
most practical yet for the purpose of 
buying shoes a number of months in 
advance of time of delivery. 

In order to work up advance in- 
formation one must get an extract 
of previous experience which can be 
obtained by analyzing your sales for 
the previous year by months and ac- 
cording to selling prices, extracting 
the number of pairs sold at each 
price during each month. 

Prepare this information for the 
number of months that you may be 
required to buy in advance. From 
this analysis you will obtain basis of 
compiling number of units to buy. 


You will note from the budget pre- « 
petract dice eheenth ob.the Set 


sented, each month shows that a 
number of pairs to sell for various 
retail prices should be received dur-» 
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Two forms that do the business for the merchant who wants to be posted at 
l times 


ing the various months, thus mak- 
ing the total number of pairs of 
shoes to be received, for instance, in 
March 656 to retail for $6,532, and 
so on. The last column represents 
extract from previous year’s sales 
and estimated or planned sales vol- 
ume for the coming year, thus com- 
bining the retail volume and planned 
sales with the number of pairs that 
is required to buy, which will enable 
you to meet the trade demands. 
There is hardly any question but 
what business repeats itself from 
year to year within a very small per- 


ing of local conditions serves of con- 
siderable assistance in preparing a 


















































which should become in balance with 
the. total pairs as shown on the 
upper part of the unit buying budget. 

Having this information before 
you at the time of marketing, you 
will not be confused as to quantity 
or prices at which your buys will 
sell. If you eliminate this guessing 
you will have time te concentrate 
fully on the style and durability of 
the product which makes for scien- 
tific buying. 
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“How Much Get” 


NE of the bad habits of the shoe trade is that 
of saying: “This shoe cost me so much,” or 
“IT own this shoe at so much.” 

A shoe is worth exactly what a merchant can 
get for it at forced sale. No matter what it cost 
him, the value of it is in its re-sale. He may buy 
a shoe for $7 and sell a few pairs at $12, then be 
compelled to P.M. it, or to reduce the price to $10. 
Later in his clearance sale he may be compelled to 
offer it at cost. Eventually he may sell it at half 
factory cost. 

Justification for stiff profits lies in this very 
condition. 

Get what the shoe will bring and get it quickly. 
Make your first profit large enough to take care of 
subsequent losses. But, by all means, do not in- 
ventory shoes that have not sold at. any price other 
than forced sale prices. 


_May Mean Overloading 


FTEN a small merchant buying shoes in case 
lots as they are boxed at the mill, gets too 
large a load of wrong sizes. This may mean over- 
loading a small merchant who has made it a habit 
to buy but twice a year, in the spring and fall, as 
he did twenty years ago. 
Those end sizes eat up his profits and congest 
hig stock. 
“Recently an observer noted in a small country 
store children’s shoes that had been on the shelves 
for a long time. There were as many as eight 
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pairs of one size. The dealer’s outlet would not 
justify more than two pairs of any size. But he 
had been buying in case lots and accepting the 
sizes as the factory shipped them to him. 

It would seem that the traveling salesman would 
protect a merchant like that. 


“Speak for Yourself, John” 


MERCHANT takes issue with John J. Hol- 

den who, in a recent issue of the RECORDER, 

asserted that the old lady is “as dead as the Dodo.” 
This merchant says: 

“Perhaps in New York where jazz predominates. 
But out here in my town—no! It is true that 
there are a few old ladies, fighting age, kidding 
themselves along, who will doll up in flapper shoes. 
I can count them on the fingers of one hand. But 
on the other hand, I could not begin to count the 
number of dear old ladies who still wear plain black 
kid shoes and black stockings. It would take more 
hands than Mr. Holden could imagine to enumerate 
the number of staple shoes that are sold in America 
every day in the year.” 

“In New York it may be all right to think in 
terms of jazz style and all that. But I do not like 
the idea of telling all the shoe merchants of the 
country that staple styles are as dead as the 
Dodo.” 

“I know one traveling salesman who sells hun- 
dreds of thousands of pairs of plain black shoes. 
He is the leading man in this territory, and gets 
about the biggest salary of any man I know in the 
traveling game. While other men are standing 
around in the hotels telling how rotten business 
is this bird goes out and grabs off orders by the 
hundreds. Oh, no, the old ladies are not all jazz 
babies.” : 

It would be interesting to have the opinions of 
other merchants on this topic. Every shoe man 
knows that style has been the.salvation of -the 
women’s shoe business. At the same time mer- 
chants should not overlook that great and impor- 
tant market represented by the elderly folk. There 
are many plain shoes sold. Black kid or various 
shades of brown in conservative styles are staple 
as wheat. Let us not overlook this in our chase 
of the style will o’ the wisp. 


Abuse Kills Style 


ERE is something for the shoe trade to con- 
. sider. It is not the use of a thing that de- 
stroys it. It is the abuse of a thing that kills it. 





MT SERRE 
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It was not the dry element that put the saloons out 
of business. I was the saloons that did the job. 
High heels, outrageous lasts, foot injuring styles, 
cut away patterns taking away needed foot sup- 
port, jazz and idiocy may cause a marked reaction 
against shoes. The shoe business, as far as wom- 
en’s styles are concerned, is riding the crest of the 
wave. When and where it will all wind up, who 
can say? You know that a pendulum can swing 
only so far. This may be pessimism and many 
shoe men will say: “Old fogy stuff. I am going 
to play the game and get mine while the getting is 
good.” All right, brother. Play away. But the 
drop off might happen before you get yours. 


When Advertising “Does 
Not Pay” 


HE merchant who finds that his advertising 
does not pay should make a very careful 
analysis of his advertising method. It may be that 
he has not been advertising at all. He may have 
been doing stunts, wasting, neglecting to give 
thought and “7 to his expenditures for adver- 
tising. 
Much so-called advertising is not advertising at 
all. It is simply 
“Spending money for 
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Daring to Be Different 


ALKING down the street of the average 

small city one is struck by the similarity of 
the store displays. It is as if every merchant in 
the town had entered into an agreement to make 
all stores and displays exactly alike. The similar- 
ity extends to the goods on display. Same goods, 
same prices, same general appearance inside the 
stores. No wonder the people say: “Oh, you can’t 
find anything new in this town. You have to go 
to the city.” 

A new store enters that small city and begins 
to do things differently. Different goods, novel 
windows, interiors markedly new, everything as 
unlike all the others as can be. People flock to 
the new store. Their liking for something new 
has been satisfied. Daring to be different has 
scored again. 


The Rush for Rubbers 


ID this ever happen to you? A sudden rain. 

Wet walks, people rushing in to buy rubbers. 
You are worked to death for a few hours. You 
wonder why it is that people wait until the rain 
comes before they buy their rubbers. You wish 
that some of them 
might have the fore- 





advertising space.” 
The merchant buys 
a certain amount of 
space and fills it with 
copy dashed off on the 
spur of the moment. 
He has no plan, no pro- 
gram. He waits until 
the printer clamors for 
eopy and then rushes 
out something in a mo- 
ment’s time and tells 
the newspaper man to 
“run that.” Oftentimes 
he will pick out a mat, 
supplied by his manu- 
facturer and hand it to 
the printer. The copy 
may be wholly unfitted 
to the time and occa- 
sion. But it fills up the 
space contracted for 
and the merchant is sat- 
isfied until the day ar- 
rives when he finds that 
his “advertising -does 
not pay.” | 

Few merchants would 


buy shoes in that slip — 


shod manner. 


ee ee 
The Reason Why 


THOMAS S. CHILDS, Inc., 
Holyoke, Mass. 

As I am enticing the fortieth anniversary 
of my entrance into the shoe business, I am re- 
minded that the Boot anp SHog Recorper has been 
a weekly source of heipful information and inspira- 
tion continuously. I do not see how it would be 
possible to keep store without it. 

It covers every phase i in the shoe business so com- 
pletely that there is not an issue but that will 
give every one connected with our craft a helpful 


thought. 
With kind regards, I am 
Yours very truly, 
— THOMAS S. CHILDS. 


President. 


The idea of the Boor anp SHog REcorpeER first oc- 
curred in a little town in the State of New Hamp- 
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sight to think of rub- 
bers beforehand. 

But, did you ever 
suggest it to them in 
an advertisement or in 
a window display. At 
this time of the year 
rubbers and overshoes 
are as staple as wheat. 
Why not put, afew 
rubbers or  goloshes 
on display early in the 
fall season and call at- 
tention to them? A 
card in the window or 
a@ paragraph in your 
newspaper advertising 
with. this reminder: 
“Don’t wait until . it 
rains! BUY RUBBERS 
NOW! 
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Early Spring—Early Orders 


With Easter Shoe Selling Beginning Latter Part of 





March Calendar Shows Need of Speed 


URING the last several years, 
D rather a progressive attitude 

has developed whereby the 
retailer looks for his Easter trading 
to the period preceding Palm Sun- 
day, thereby giving him that much 
more time and 


By John C. McKeon 


President, Boot and Shoe Manufacturers’ Association 


erly manufacture and ship shoes, 
and sometimes longer for new crea- 
tions and novelties, dealers neglect- 
ing to place orders for Easter shoes 
in December may be faced with late 
deliveries. 


manufacture and ship shoes in order 
to get them into the hands of 
dealers not later than March 15. 
Consequently, you can visualize the 
congestion that will occur should the 
dealers neglect to place orders dur- 
jing the month. of 
December. 





greater opportunity 
for volume. 

Weather condi- 
tions, of course, en- 
ter into the situa- 
tion very materially, 
but assuming a 
hopeful and _  opti- 
mistic attitude as 
applying to weather, 
this question of 
Easter retailing 
should be given very 
serious consider- 
ation. 


for Easter 


December latest 
ordering period 


deliveries ——_____» 


Washington's 
Birthday 


If the present in- 
dication of the de- 


1926 DECEMBER 1926 

ae ee mand for novelty 
6 7 8 9 10 . leathers continues 
13 14 18 16 17 Christmas Ps 
20 21 22 23 2 Holidays or increases to any 

eather ect ai >. extent, there will be 

1927 JANUARY 1927 

Sun, Mon. ‘Tue. Wed. Thu. Fri. fat. Saw Wans’s such a rush that the 
se: ss  ;emenned tanners cannot 
». 2s a 8 promptly fill the or- 
24 25 26 27 28 2 ders for the shoe 
™ manufacturers, _ be- 

1927 FEBRUARY 1927 4 : 

cu. ‘thin. Sen Stil ae cause it takes time 





From every point 
of progress, the re- 
tailer should encour- 


Latest shippin 
date 7 


24 


1927 MARCH 1927 
Sun. Mon. Tue. Wed. Thu. Fri. Sat 





—> ®23 4 5 
7 


age a period of ing'for Easter 13 4g 38 te GF te as 
several weeks, or retail activity 20->M 22 23 24 28 26 
more, preceding wh , ae 3 

Palm Sunday, and sun, Mon, Tue, Wel, Tha. Pit oo 


this idea should be 
encouraged in a uni- 
form way, publicized 
and propagandized 
as the normal and 
healthy period for 
Easter retailing. 


Easter 





Palm Sunday 


2 
3 +o 6H 8 —0— Palm Sunday week. 
He 4343 —K 16 —146— Faster Sunday week. 


Jewish Easter 


24 25 26 27 #28 29 30 


Total manufacturing period after December, providing for March 
Ist shipments, approximately 43 days in which to manufacture 
millions of pairs of shoes. 


d Lincoln's 
Birthday 


for the tanners to 
make good leather 
and deliver same. 
Let us put a punch 
into December buy- 
ing! Seventy-five to 
85 per cent of the 
styles that will be 
sold for the spring 
of 1927 have already 
been created so that 
dealers are perfectly 
safe in placing their 
orders immediately. 


(8 days) 


HAT are the 
evils _ that 








Let us assume, 
therefore, that _ re- 
tailing is stimulated through the 
adoption, in a uniform way, on the 
part of the retailer, of the latter 
part of March as the beginning of 
his Easter retailing, which means 
that shipment should be made by 
the manufacturer on or around the 
first of March, making it most essen- 
tial on the part of the retailer, as 
applying to goods that must be 
manufactured, that he consider the 
limit, or latest date, for the ordering 
of styles for Easter retailing, as the 
month of December and as early in 
the month as is consistently possible. 

As it requires from four to eight 
weeks after receipt of order to prop- 


The calendar clearly indicates the 
limitation of working days between 
Dec. 1 and March 1 in which to 








arise from delayed 
buying? Factory unbalance due to 
congestion, poorly made shoes, 
ill-fitting shoes, late deliveries, dis- 
appointed dealers, cancellations, un- 
justifiable returns, and unreasonable 
claims. 

It is a physical impossibility for 
the manufacturers to cope with the 
situation when orders are delayed 
and then at the last minute placed 
for millions of pairs of Shoes, to be 
delivered within a ridiculously short 
time. 

Word of Caution: Dealers should 
order reasonably early and have 
shoes on their shelves when they are 
wanted. aft ie a 
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Ans no longer exists independently. Once a plain 
black or tan shoe covered all needs. In springtime, if 
a shoe doesn’t fit into the color scheme of the costume, the 
woman wearing it is not well dressed. Fashiom-in foot- 
wear is the selection of a shoe for the purpose, precisely— 
plus the right color note. The shoe or its trimming must 
catch a similar note in the hat, dress or bag to convey 
to the customer the urge to buy. All these factors 
accomplished and there is every reason to expect 1927 
to be the greatest shoe year ever 








Of First Consideration—Color 











ATURE plays a bigger part in the scheme of dress for early 1927 than she has 

ever before. Previously the obvious man-made world of fashion defied normal 
color impulses of the public and sprung blacks, grays, purples, and pinks at will. Not 
so, the coming Springtime. Color must have its reason. 


A natural follow-up after the blacks of winter is the gray of early spring, then the 
shades of brown lightening up as summer approaches. A bouquet of flowery colors, 
says Margaret Hayden Rorke—therefore the pinkish beige, the rose parchment, the 
shades of nasturtium—all acceptable to women in the early month of Spring. 


People like to “hurry along” the seasons they enjoy most, therefore look for a 
greater degree of anticipation of footwear wants. Strap effects will dominate for 
Spring and Summer because so much can be done with straps, aside from better 


adjustment. 


HE function of these seven, pages is to high-light the styles of Spring—each is a 

high stepper in footwear fashion. In subsequent style showings the footwear for 
sport, for walking and for general wear will be featured. The natural impulse of style 
is to begin in the better grade footwear and then to evolve through testing into every 
classification worn by women nationally. 


This broad instep band with its insert of pastel tinted green lizard is a high style 
note, especially as the entire shoe is in lustre finish of high polish parchment kid— 
two new notes for Spring. In costume blending the green harmony is preferred, for 
the parchment already blends with the honey shade. 





S, 
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Every Material Has a Place 


eS the fact that color leads for Spring, let it be known the whole 
world over that every material has a place in the scheme of footwear for Spring 
and Summer, 1927. : 


A true pattern once selected on a real fitting last and then the trick is “how many 
blends or combinations can be made.” The value of this policy is seen in the way one 
shoe can then fit into the scheme of dress of at least three dresses or costumes. A 
touch of color in the shoe finds relationship with some one color in the dress—and 
the shoe is acceptable as costume footwear. A piece of geometrical design in the dress 
may also find kinship with the design in the shoes. Some one mae. be it velvet, 
satin, or suede; fits into the scheme of dress. There you find in a gypsy line pump as 


shown above several reasons for consumer acceptance. ‘ 


|S Gece 0 pace with the ever-increasing importance of sports apparel many of the 
new Spring models, which will first be offered for resort wear, are su, ive of 
sports, but a more elaborate note than heretofore seen is distinctively evident. The 
reason for this elaboration is perhaps due to the fact that many dress manufacturers 
are presenting frocks built on sports lines and yet with sufficient embellishments of 
the dressy type to characterize them as the smart style for many afternoon occasions. 


If we follow the Continental idea of styling, the simple type sports costume would 
take precedence, but’ American designers believe that sports costumes have recently 
become so important that they must be suitable for daytime wear and have. the style 
appeal which wiil attract the smartly dressed woman. The Joint Style Committee took 
this into consideration when they suggested under “Types of Shoes for General Use” 
that the smarter models of this classification should be iate for wear with 
sports costumes. There is a distinction between sports costumes active sports and 
sports costumes for inactive sports wear. 
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A Reason for Every Line 


line must have a reason for existence. The eye must be pleased by the sweeps 
of line. When color is used with extra attention to its blend and the materials cover 
everything from snake to fabric, there can be no discord in the lines of the pattern. 
If a freakish pattern has any place in the scheme of things it is in footwear for 
mid-summer wear, or in cheaper “flash footwear” where taste is a matter of “try 


anything once.” 

The classic lines of the pump came into national prominence with the coming 
of the Queen of Roumania. She selected what is termed abroad “The Court Slipper” 
—our seamless pump or perhaps a Regent. It seemed to fit into the picture of regal 
dress. In some ways the dress idea back of the pump was that psi legs looked 
longer and slimmer with pumps at the base. Therefore, look for more pumps in snake 
leathers, reptilian effects, fancy leathers, and in fine selections of soft colors in brown 
and rose beige and for extra distinction a small costume buckle. 


baer wild pattern design isn’t in the picture of fine footwear for Spring—every 


BF Boiss costume jewelry idea has now come down to foot adornment—but the orna- 
ment must blend perfectly with the shoe. 


All early reports indicate a colorful and fanciful Spring with the more subtle 
pastel shades in the forefront. With the idea of carrying out the motif of the cos- 
tume in the shoes firmly established in the minds of all, delicate symmetrical lines, 
correct colors, and carefully chosen materials will be the factors which contribute that 


elusive something called STYLE. - 
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Higher and Slimmer Heels 


A SEASON ago 16/8 was a high heel—now a 20/8 looks the picture of high 
style. The American woman has the most adaptable feet in the world. In the 
course of a day she may wear every heel elevation from 10/8 to 24/8, look the 
part in each and act as if each shoe is a perfect delight. 


This shoe is a type of harmony obtained by flowing lines and the combining of 
three tones of the same color. The vamp is rose beige, the band insert is reptile 
gtain in darker tone and the border of the band is still another tone of the same 
color. 


A group of shoe models is built around this number on a daintier, dressier 
theme and both their design and color scheme will harmonize with the sheerness 
which fashion reports indicate will be one of the outstanding features of Summer 
frocks. Sheer dresses will be accorded an increasingly important place in the realm 
of fashion as the season progresses, and the softer pastel shades will be used with 
a distinct note of femininity. Such transparent fabrics in such delicate colorings 
require shoes of rare originality in design and complimentary shades of the same color 
or harmonizing shades of different colors. 


ix int of silhouette the slightly curved lines are generally emphasized. The 

enderness of the straps or bands contribute, to the light, airy effect, and the closed 
up idea so popular in Winter models is never seen in the Resort models e 
perhaps in some strictly tailored models or in strictly sport shoes of the allan 
type. 

While it is noted that many of the Spring models have a combination - two 
or even three tones of the same color, a sharpness of contrast is displayed in others; 
for example, an imported model which is attracting considerable attention is“made of 
Pink Nude with ydrangea Blue bands, straps, and heel covers. 
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Open Sides and Shanks 


O one type of footwear has held its position with the high class trade better 
than the open shank, for the simple reason that it has been confined to evening 
slippers and fine materials. 


Now for summer there is a big possibility in general afternoon open shank slip- 
pers, or of slippers cut low at the sides. The beauty of this open footwear is two- 
fold—it reveals more of the foot and it makes possible higher heels and easier fit- 
ting. With only the toe and heel to cover there is no place for sides to gape. Snug 
fit is the rule. 


It takes good shoe-making however to create open side footwear. Note the beauty 
of this number. The straps are in gold kid, the quarter in velvet, the vamp in gold 
and purple painted stock, and yet with such beauty of materials, it is an afternoon 
type of shoe. 


ANY custom shoe models now being shown for the first time reflect the ten- 

dency of the earlier imported models in adhering to the straight line silhouette, 
but unusual style details and smart color lending are accented ofttimes by strap manip- 
ulation in which in many cases the straps are crossbarred ‘or appliqued to the quarter 
in a contrasting color to produce an effective decorative feature. Considerable impor- 
tance is accorded open tie effects, and this idea is exemplified in many custom models 
designed especially for the South. The outstanding innovation seen in most all 
models is the light effect in both lines and treatments. Saddle effects which one 
always associates with sport shoes are merely suggested rather than definitely used. 
This idea is contributed in many models by straight lines starting from the sole 
of the shoe and forming the buttonholes by light unusual curves at the waist of the 
foot, thereby giving a generous display of the hosiery between the waist: and the 
vamp line. 
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Fancy Front Straps Appear 


fF nes is no end to the beauty of design in fancy front straps and T strap 
fronts. This pretty pattern combines symmetry of line and elegance of 'mate- 
rials on a base of white—the exclusive high-style for the Southern winter resort season 
wear. 


Compose costumes wherein light bodices of either white or nude are attached 
to a dark skirt are sponsored by many of the leading stylists, whose judgment often 
determines the vogue. The most popular compose dress selling to the Southern 
Shops at the present time is a white bodice with a black dress. With this type of 
dtéss white stockings will be worn, and it is believed that a substantial demand 
will arise for a semi-formal pump or strap effect of white with black trimmings, 
as it will require a shoe of this order to complete the ensemble effect of these dresses. 


S Blue is profusely used in most Southern Resort collections, it will be promi- 
nently featured in shoes. Two new shades are offered: Gentian Blue, and 
Hydrangea Blue. A white one strap with Gentian Blue tiered straps and the same effect 
worked out by piecing the vamp in a type shoe which will be chosen for wear with 
the blue and white compose frocks. 


Thus with Southern Resort frocks, introducing novelty effects and more intricate 
features in which pleats and tiers play an important part, harmonizing shoes must be 
built with at least the sport suggestion and yet the elaboration of the treatments and 
the intricacy of the designs must be carried out to such an extent that they will char- 
acterize the models as the “de luxe” type more suitable for the troteur than for prac- 
tical sports such as tennis and golf, © 
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Dance Slippers— Year Around 


O one season of the year is now labeled with evening footwear alone. It is a fac- 
tor in every high-grade line of shoes the whole year around. Not for a night, 
but for every night—dancing slippers. 


There is no limit to the use of fancy materials—golds and silvers, brocades and 
lace-work, jewels and brilliants—all go into evening footwear. 


Spring models in this group stress the importance of light strap effects in low cut 
patterns, often using the open shank. In several of the higher-priced frocks just one 
pastel shade is used, and the elaboration is contributed by fancy cording and tucking. 
The shoe for wear with this type of dress is a sandal effect the lines of which are accen- 
tuated by contrasting piping. This will give relief from the sameness of coloring used 
in hosiery and shoes. 


EW and original treatments of materials and color lend the charm to the new 

shoe models. Three tones are contributed thru a combination of this pinkish 
beige with a criss-cross imprinted grain which combines two more shades of the same 
color. Individuality is contributed to many of the daytime Southern Resort models 
by repeating the weave of the cloth in the trimming of the shoes by using an im- 
printed grain in matching or harmonizing shades. Combining light and dark shades 
of stone is used to advantage in many models suitable for either daytime or sports 
wear. 


Price is not a factor of cost but what beauty will bring in slippers for dancing wear. 
When a girl buys to startle her friends the price item is secondary to the color, pat- 
tern and thrill put into the slipper. Therefore, be courageous in evening footwear. It 
is your one best opportunity for real profit. 











phe best Year ever~19 27, 
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Wide Variety In Men’s Footwear 


Trend in High Grades Is Toward More Pointed 
Toes—Wide Toes Persist in Lower Grades— 


HE spring of 
1927 promises 
to show a wider 


spread in design and 
last between high 
grade and lower 
grade shoes than ever 
before. As one manu- 
facturer puts it: 

“The cheaper the 
shoe, the wider the 
toe.” 

Like most generali- 
ties, this isn’t strictly 
true all along the line, 
but it illustrates the differing trend 
in different grades—the high grade 
with more of the custom last type 
than was the case a year ago, and 
the lower grades with at least as 
many of the wide toed types and 
with, in some sections of the coun- 
try, a new lease on life for the exag- 
gerated balloon last. 


Trouser Bottoms and Shoes 


Back of the story on toes is the 
age-old story of trouser bottoms. 
Custom tailors never succumbed to 
the balloon pant bottom and the men 
who wear the conservative tailor 
made suits have never worn the ex- 
treme wide toed shoes. Men’s high 
grade clothing manufacturers have 
fallen into line with the custom pat- 
terns and, for spring and summer 
of next year, are expecting to find 
their volume business in narrower 
trousered suits. Manufacturers of 





dogginess and is plainer in appear- 


Color in Sport Shoes 





This illustrates the wide spread between the pointed toed, high 
grade style, shown at the extreme left, and the almost balloon toe, 


sampled in a lower grade, shown at the extreme right. 
is a well defined graduation of toe widths in practically every well 


rounded, medium grade line today. 


the lower, more popular priced lines 
will modify their pant bottoms, at 
least some of them, retaining, how- 
ever, the almost full balloon bottoms 
for trade in some sections of the 
country which have not yet expe- 
rienced the full measure of. demand 
for these extremes. 


HIS, then, is the broad picture of 
toes. The French and medium 
round and brogue types will furnish 
the volume in the high grades, with 
a very goodly smattering of the rea! 
custom type;. while in the popular 
grades, the real custom will be con- 
spicuous by its scarcity and volume 
will be in the brogue and square 
toes, with a smattering of the 
French and medium round. 
Pictured at the top of this page 
is a line up of toes such as may be 
expected to be seen in the line of a 
manufacturer making two different 


The high grade custom last on the left 
contrasts sharply with the bull dog 
toe on the right. But note that even 
the balloon type has lost a lot of its 
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grades or making a 
wide range of me- 
dium priced shoes. 

At the bottom of 
this page are shown 
two shoes, one of the 
almost custom type 
and the other almost 
a full balloon to illus- 
trate the wide spread 
in toe shapes as they 
appear in the com- 
plete shoe. 


How About Heels? 


Still sticking to the last, it is 
noted that there is only one other 
portion of the shoe which can be 
changed in order to meet the hoped- 
for demand among men for some- 
thing different. 


There 


OES have about “gone the lim- 
it,” as one man puts it. What 
of the quarters and heels? 
Propaganda in favor of the high 
arch shoe, carrying heels all the way 
from 10/8 to 14/8, has now reached 
a point where it can be said to have 
made a marked impression. ‘The 
argument in favor of this new last 
or new series of lasts is that, while 
the Anglo-Saxon element in the 
United States will stick through 
thick and thin to the accepted low 
heel of today, there is a goodly pro» 
portion of the male population 
Latin ancestors which is more 
peramental in its tastes, quicker 


sé 
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change, and who may be depended 
on to look with favor on the high 


arch shoe. a 


Different manufacturers are han- 
dling the problem in different ways. 
Many have sampled the new lasts 










A novelty in 
dress sport foot- 
wear is this com- 
bination of un- 
bleached Irish linen 
and tan calf. Medium 
round toe, pinked and perforated. 


freely and have built shoes over the 
new wood. Some have committed 
themselves definitely to the new type 
and have shown their trade a wide 
variety. Others have added to 
their line a last calling for a 
9/8 heel and have built the 
heel narrower, giving it the 
appearance of added height. 

The consensus of opinion 
among impartial observers is 
that the spring and summer of 
1927 will see a limited number 
of high arch shoes, preferably 
in the higher grade lines which 
heretofore have done a good business 
on conservative lasts of the custom 
type. If it “takes” in those lines it 
then will be translated into the more 
popular priced grades. 


N closing this part of the discus- 

sion it is well to remember that 
the spring and summer constitute 
the logical season for the introduc- 
tion of a shoe of this type. High 
arch footwear looks its best only 
when made over the more conserva- 
tive lasts; the wide toed lasts do not 
lend themselves to any heightening 
of the arch. The shoe should be kept 
light in appearance and trim in 
finish. Grained leathers have no 
place in shoes of this type. 


Black Showing Gains 


Of even more importance than 
lasts, however, is color and material. 
Beginning early in October,. earlier 
in fact, in some sections of the 
country, men began to express a 
preference for biacks over browns 
and tans. At first, this was attrib- 
uted to the influence of the “black 
after six” propaganda, and was in- 
terpreted as a move on the part of 
men to add a black shoe to their tan 














wardrobe in order to be in style 
when informally clad for evening. 


T is now conceded, however, that 

the call for blacks has gone be- 
yond that point and that men are be- 
ginning to manifest a desire to have 
black in preference to tan. The 
swing undoubtedly is in that direc- 
tion, but it is not expected, nor de- 
sired, that it shall reach the point 
of more blacks than tans. 
Ordinarily, during April and May 
of each year tans leap 
ahead and the spring 
business usually shows 
about 75 per cent tans to 
25 per cent blacks. This 
spring, taking the coun- 
try as a whole, and aver- 
aging the three main 
grades into which men’s 
shoes are divided, the 
proportion will be about 
65 per cent tans and 35 per cent 
blacks. 

This increase in black will mani- 
fest itself more pronouncedly in the 












Another novelty is the two-tone shoe for 
men, this one of calf and suede. It really 
is not a two-tone, merely two materials, 
both of the same color, so the contrast is 
not so vivid as would otherwise be the case 


summer weight shoe with its light 
weight sole and close trimmed edges 
than in shoes of more average 
weight. 


Tan Shoes Good—Always 


Light tans will be popu- 
lar; so will the medium 
tans. Smooth calfskins 
will, of course, be given 
the preference over 
grained effects. 

The expected increase 
in the sale of blacks 
opens up some interesting 
possibilities. If blacks 
are to be more generally 
worn than heretofore, 
then the way is open for 
a riot of color, almost, in 











sport footwear and even for two 
tones in dress footwear. Such a 
combination, in fact, appears on one 
of these three pages devoted to 
men’s styles. It is of black calf and 
black suéde—sufficient of the latter 
to give the shoe a distinctive ap- 
pearance but not enough to put the 
wearer in the position of being con- 
spicuous. 

Men don’t like to have people 
pointing at their feet, stylists to the 
contrary notwithstanding. 

This rule, however, does not hold 
true when it comes to sportswear in 
general and sports footwear in par- 
ticular. 


Color in Sport Shoes 


In this division of their dress men 
have accepted color in sweaters, 
knickers, hosiery, neckties, etc., and 
they are now ready for some real 
color in shoes. Combinations of tan 
and white and of black and white 
have been seen in shoes for the gal- 
lery for several seasons. Next year 
will see a much larger percentage of 
them with golf soles attached, 
either rubber or leather with spikes. 


HERE are, also, combinations of 
elk and tan calf, pigskin golf 
shoes. 

Patterns range all the way from 
the plain toe to elaborately pinked 
and perforated wing tips, which lat- 
ter pattern, by the way, is due to 
stage a comeback. Small pinking on 
the quarter foxing is a novelty. 

Another novelty, this time in 
materials, is Irish linen with 
the dark, unbleached look to it 
and the loose weave character- 
istic of this fabric. This is be- 
ing used in combination with 
leather to make what manufactur- 
ers call the hotel piazza type of 
shoe—a shoe for summer resort 
wear, mainly, and now being sold 
freely to merchants who cater to 
that portion of their trade which 
follows the birds south with the 
first hint of winter weather. 
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Shoe Shocks No. 3 
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A Triumph of Beauty and Artistry 


The Third Annual Pageant of Footwear Fashions 


not attend we will atempt to 
transfer you mentally to occupy 
a ringside seat. The magnificent ball 


Fr: the merchant who could 


room of the Statler is crowded. 
Through the center of the room 
rides high at eye level the best run- 
way yet constructed for the presen- 
tation of footwear. It is crowned 
and on the crest walks the shoe at 
its best, illuminated from each side 
with unusual effects. At the east 
end-of the room the stage is erected. 
‘\ huge velvet curtain hangs from 
the ceiling and to the right and left 
of the center the heroic figure of St. 
Louis is appliquéd with the St. Louis 
Shoe market slogan, “Shoes That 
Sell.” 
' At the west end of the room the 
J) runway makes a left turn where the 
models leave it. Gus Heimueller’s 
sixteen musicians led by a blare of 
jazz music. The, flood light hits 
Harry G. Johansen, president of ‘the 
St. Louis Shoe Manufacturers. He 
tells the 1200 people in the audi- 
torium that St. Louis welcomes the 
shoe world ‘to join in- heralding 
spring with beautiful footwear. A 
petit Parisian ballet consisting of 
twelve dancing maidens give a flash 
of pep and a hurricane of animation. 
“The -models wearing street and sport 
wear are announced in the first 
promenade and Harry Fox advises 
the boys “to take interest” in their 
lovely eyes. Leading the procession 
4 . 


-~ 


is Miss Louise Wheeler, songbird, 


who entertains previous to each epi-, 


sode. The mannequins are preceded 
by a page who carries a banner an- 
nouncing the maker of the shoes on 
the. model. There is an unusual, 
charming buoyancy about the models 
that gives a distinct freshness to the 
promenaders. The footwear dis- 
played followed the first rumors of 
the popular predictions, for spring 
colors predominated and the princi- 
pal tones are the blond field, from 
Rose Blush to Pastel Parchment, the 
gray family from Stone to Shell 
Gray. 

There are apparently two concep- 
tions regarding trimmed shoes. 
Some harmonized and others con- 
trasted. This latter effort, how- 
ever, was mostly seen in patent and 
light gray effects. Three types of 
patterns were introduced, the tie ox- 
fords with open front effects, one- 
straps of the slender variety, and a 
sprinkling of decorated pumps. 


MAJORITY of afternoon shoes 
are trimmed in elaborate pat- 


‘terns of intricate design with lop- 


sided effects, and in some instances 
large under and overlays. Reptile 
grains of various colors were used 
in many instances for trimming, but 
their application was daintily 
worked in slender strips about the 
shoe. 

Model after model, each with a 


6 5) 


pretty page in pink, emerged from 
the huge stage on which was erected 
two giant slippers studded with a 
multitude of brilliants. The entire 
backstage is clothed in silver’ cloth 
that reflects myriads of colors from 
the effective lighting arrangements. 
The perfect manner in which the 
show proceeds is evidence that much 
effort and thought had been devoted 
to the production. Beautiful cos- 
tumes harmonized with footwear, 
and millinery matched both. 

It was a riot of color and spring 
was broadcasting to shoe retailers 
its 1927 program. 


| agers of the many retail 
shoe merchants present evi- 
dences perfect reception. 

The last promenade shows evening 
slippers and many unique materials 
are displayed. Silver kid, paisley 
cloths, grained effects, flowered de- 
signs and patent silver are seen in 
varied patterns and designs. Straps 
lead unquestionably, with an occa- 
sional pump and T strap. 

The closing presentation is the 
newly popular interpretation of 
“Black Bottom,” performed by the 
ballet in lively fashion. The or- 
chestra plays “Good Night,” and the 
Third St. Louis Pageant of Foot- 
wear Fashions again scores heavily — 
in its successive triumph of having — 
surpassed its previous attempts. >; 
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66°THE best runway and the best shoe 

fashion parade ever staged,” said 
many shoe retailers at the St. Louis pag- 
eant. One of the features of the pageant 
was “Miss Cinderella” (Miss Eunice Ger- 
ling, a St. Louis girl), selected from some 
5000 contestants for the honor by a St. 
Louis afternoon paper in conjunction with 
the shoe manufacturers. Her foot as 
measured by representatives of two last 
companies: size, 4B; length, 8% in.; ball, 
7% in.; waist, 7% in., and instep, 8 in. 


Greatest Style Pageant Ever 


Men Who Have Followed the Style Show 
Circuit Extend Praise 


“Five years ago high style in St. Louis was impos- 
sible. Today there are no more beautiful shoes in 
the world than are produced in St. is,” says 
Anthony H. Geuting, Philadelphia. 
“Never have I seen a better balance of color, line 
and design than at this style pageant and the show 
was a perfect picture of the new world of beauty 
in footwear, for it glorifies the American ankle, 
says Morris Wolock of Chicago. 
“These charming models have caught the spirit of 


hfulness in footwear for St. Louis and my hat 
te off.” fade K. Chiehobss of Cleveland. 
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Southwestern Retailers Hold 
Real Merchandising Meet 


HE President’s Dinner, given 
Sunday evening at the Mis- 
souri Athletic Club by the 
Southwestern Shoe Retailers’ Asso- 
ciation, was the opening function of 
the three-day convention held in St. 
Louis by that association on Nov. 
29, 30, and Dec. 1. The affair was 
attended by many distinguished in- 
dividuals in the shoe industry. Some 
150 members, representing all its 
branches, attended. Arthur E. Ebbs, 
president of the association, in his 
welcome pointed out the advantage 
of the dates selected for the conven- 
tion, wherein alert retai] shoe mer- 
chants could confidently purchase 
their spring footwear for advance 
selling in January and February, 
thereby turning these months into 
profits and progress. 
Charles E. Williams acted as 
toastmaster and in his inimitable 


and sparkling manner accredited 


himself with unusual brilliance. 
Victor E. Miller, Mayor of the City 
of St. Louis, spoke. Harry G. Johan- 
sen, president of the Shoe Manufac- 
turers’ Association, announced that 
the St. Louis Pageant of Footwear, 
in point of attendance, had been 
conceded a landslide, indicated by 
the heavy hotel reservations. The 
doubt established when the dates 
were announced had been completely 
dissipated by the attendance, and the 
confirmation of the wisdom in their 
selection had been further confirmed 
by the type of merchant who came 
because of the opportunity it af- 
forded him to develop a program of 
prosperity by selling spring shoes in 
January, whereas in past years he 
adopted January as a month to 
clean up obsolete merchandise. 


RTHUR D. ANDERSON, editor 

of the BoOT AND SHOE RECORD- 

ER, urged retail shoe merchants to 
get in 1927 a fashion value in the 
footwear they sell. Charles W. 
Evans, president of the National 
Shoe Travelers’ Association, spoke 
on the importance of the traveling 
salesmen in the*industry. H. W. 
Geller, president of the Convention 
Bureau, spoke on “St. Louis, the 
Third Convention, City.”.. James H. 
Stone, publisher of The Shoe Re- 
tailer, graphically pictured the ro- 


7 


Arthur E. Ebbs 


Reelected president, Southwestern 
Shoe Retailers’ Association 


mance and importance of the trade 
press. He said the trade press 
ds imbued only with the highest 
ideals in making the retail shoe 
merchant a more efficient and pro- 
gressive merchant. 


H. GEUTING, past president of 
@ the N. S. R. A. and head of 
Geuting’s of Philadelphia, made an 
address on “Craft Associations— 
Their Value.” He pointed out that 
in association there is strength, par- 
ticularly in time of adverse legisla- 
tion. Walter J. G. Neun, president 
of the Board of Aldermen, wound 
up the evening’s speech-making. 

Convention sessions of the South- 
western Shoe Retailers’ Association 
have never been excelled, for talent 
abounded. On Monday, in joint 
luncheon and convention, Arthur E. 
Ebbs presided; on Tuesday, Reuben 
Steifel, and on Wednesday, A. J. 
Kempner. 

The Governor of Missouri, Sam A. 
Baker, was the first speaker and in- 
spired everybody. He was followed 
by Judge Marion H. Brown of Fort 
Worth, Tex., and the final feature on 
Monday was a message from Mar- 
garet Hayden Rorke summarizing 
the color scheme of spring, which is 
published elsewhere’ in this issue. 
Committees appointed consisted of 
Morris Ellis of Nashville, chairman; 
A. J. Kempner of Little Rock, Jo- 


seph Mullen of Moberly, Mo., C. E. 
Williams of St. Louis, Reuben Stie- 
fel of Memphis, Otto Schultz of Jef- 
ferson City, Oscar Poe of Little 
Rock, on_ resolutions committee. 
M. M. McCain of St. Louis, chair- 
man; Otto Schultz, Oscar Poe, How- 
ard Bergman of Greenville, Miss., 
Morris Ellis of Nashville, on the 
nominating committee. 


HE second day’s session was 
dominated by the address and 
charts of S. J. Brouwer of Milwau- 
kee, who said: 
“Two cardinal principles have in- 
fluenced my business and have given 
it dynamic impetus. First, I have 
learned that the greatest damage 
through wrong footwear and wrong 
fitting is done to the body from the 
hips up.” 

Then Mr. Brouwer explained by 
charts some sixty ailments of -the 
body attributed to footwear errors. 
The second great principle was that 
no customer should wear the same 
type of footwear continuously, and 
he explained how the human body is 
healthier through having a change 
in diet. Similarly a change in foot- 
wear exercises the muscular struc- 
ture of the foot. “The work of the 
world,” he said, “should be done in 
footwear automatically suitable for 
each task. Then no serious harm is 
done if in play time and dress time 
higher heels and different elevations 
are used in footwear of fashion.” 
He startled the audience by saying: 
“How far are we responsible for in- 
dustrial breakdown of wage earners 
by lack of shoe store intelligence of 
feet, their muscles and functions? 
The destructive influences of poorly 
fitted feet is devitalizing American 
bodies.” 


R. BROUWER brought to the 

meeting the challenge of a 
crusader in behalf of more intelli- 
gent consideration of human feet fit 
to do the world’s work in comfort 
and in proper footwear. 

He was followed by Judge Brown. 
The final session was captured by A. 
H. Geuting and Jesse Adler. Mr. 
Geuting’s talk on hosiery appears in 
the hosiery section. 

“Style appeal and health appeal 
will build up your men’s shoe sales 


[CONTINUED ON PAGE 87] | 
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St. Louis Successful in Dancing 


Buying Season 
More Ordering Than Expected 


HANGING the habits of a 
( retail industry accustomed to 

purchase early spring shoes 
in January was a_ revolutionary 
action but the very audacity caught 
the imagination of the entire indus- 
try. 
“If it did no other thing than put 
the shoe merchant in a frame of 
mind to anticipate spring, it was 
an overwhelming success,” says John 
Bush. It did more for merchants 
from Miami to Minneapolis and 
from New York to Los Angeles, for 
they bought colorful shoes earlier 
than ever before. 

Unanimity of demand for colored 
leathers can be interpreted two ways. 
It was said by Arthur Ebbs the 
night before the style opening, that 
many merchants having light colored 
shoes left over from last summer 
are keen on blonds and parchments 
as insurance of profit in hold-over 
footwear, and public acceptance 
would be great, because last sum- 
mer’s colors were so universally 
liked. 

Jess Byrne, of Kansas City, said 
“colors were profitable, but too 
light parchments and grays in Janu- 
ary and February might be overdone, 
bringing in a black wave for Easter 
if the trade does not watch out.” 

Frank P. Meyer said, “It looks 





High Lights of Buying 


Three tones of brown in one 
shoe are good. Unfortunate- 
ly, merchants, to play safe 
over the long swing, are buy- 
ing too much Pastel Parch- 
ment and are not following 
the National Styles Confer- 
ence ruling to lighten up col- 
ors as the season progresses. 
A good merchandising balance 
to start with is Rose Blush 
and then hold the extreme 
light shades for summer. 

Otto Schultz says, “We 
never stopped selling blond 
leathers this season, so natur- 
ally they are coming into com- 
binations for costume foot- 
wear.” . 











like a lot of gray for Easter, and 
every store is forced to have it 
through the experience of the past. 
We showed a few grays, made a 
profit on them, but it looks as if this 
will be the great gray Easter.” 


EARLY every room of ten floors 
of the Statler Hotel was a sam- 
ple room of some St. Louis concern. 


Flashes From the Style 


EADING the juvenile promenade 

was little Vivian Keyo Uyeda 
from the land of Nippon, age 4%, in 
a silk kimona and chrysanthemum. 
. . « “The Shrine of the White 
Peacock,” the sample room of the 
Boyd Welsh Shoe Co., was a breath 
of far off India fetchingly done with 
all the atmosphere of the Far East. 
. « « The pageant attracted to 
St. Louis two representatives from 
Paris. . . . Gov. Sam A. Baker 
changed the “Show Me” State to 
“Show You.” He made the address 


Governor Baker as “my shoe mer- 
chant.” 


EVEN of the daintiest juveniles 
portrayed the shoe characters of 
St. Louis shoe manufacturers. They 
were Buster Brown, Weatherbird, 


Naturally being a St. Louis party 
the major attendance was at the Stat- 
ler with some interest by Metropoli- 
tan merchants in footwear from 
other market centers displayed at 
the Jefferson Hotel and the Mayfair. 
It was difficult to make compiete 
comparisons between this year’s 
Dec. 1 show and last year’s Jan. 6, 
sales totals. No truthful report 
would say they were equal in buying 
volume. However, this is true, not 
in five years, has there been so much 
advance ordering for December 
manufacture. In former years the 
big volume buyer got an edge on the 
small merchant by filling the Decem- 
ber factory sheets with shoes at a 
price favorable to him whether the 
factory made a profit or not. This 
year the small shoe merchant felt 
more confident of his advance pur- 
chases and ordered shoes salable un- 
til Easter, in lighter colors, knowing 
full well that no matter what 
weather is ahead he can get public 
demand on light parchment and 
light gray for at least six months 
ahead. 

One of the strongest statements 
made by. the manufacturers of St. 
‘Louis was the styles displayed in the 
sample rooms. They represented the 
_ Same styles to be shown at the subse- 
quent style show in January. 


Pageant 


session, ably discharged his multi- 
farious duties, and always with a 
graciousness of the suave diplomat. 
. . + Al White, publicity director 
of the St. Louis manufacturers, was 
the most interviewed man of the 
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Auto Tire Covers Make Good 














UTSIDE the Feltman & Curme 

store in Spokane, Wash., during 
business hours, are usually two or 
three cars owned by the boys in the 
store. The alert mind of the man- 
ager conceived the idea of painting 
the name of the store on the full- 
sized spare tire covers. As these 
covers are part of the car’s equip- 
ment, they serve as a permanent ad, 
whether standing on the street or 


on the road. 
* * * 


Make Your Salesmen Also 
Displaymen 
VERY salesperson in the R. H. 
White shoe department in Bos- 
ton has definite instructions to say 
to everyone coming in the depart- 
ment, no matter what she is looking 
for: “I must show you some of our 
Paris creations.” 

The proper inflection of the voice 
is as carefully rehearsed as the 
words themselves, for the real ob- 
ject of these words is the desire to 
create the proper atmosphere for 
the type of shoes to be shown. As 
a result of this constant repetition, 
the idea is being sold to the Boston 
woman that the White shoe depart- 
ment has many desirable imported 





Not What’ll I Do, But 
What Mustn’t I Do? 


It is not so much the knowing 
what to do, what to buy and what 
to spend, as it is the knowledge of 
what not to spend, of what not to 
buy, and what not to do, that makes 
the big difference between the ordi- 
nary merchant and the oustandingly 
successful one. 

Most every merchant knows what 
to do, what to buy and what to 
spend. Experience alone teaches 
where to draw the line. Knowledge 
of what not to do, what not to buy 
and what not to spend constitutes 
the essence of good merchandising. 

Anyone with a reasonable amount 
of intelligence can run your job, 
but if you, by knowing best the 
“not to do’s,” can accomplish better 
results, at less expense, you are a 
better man. 





shoes that they just must have. It 
is a case of building the right sales 
talk to put across the idea. 


* * 


Why All Those Sizes? 


o HE most dangerous time to lose 

a sale on account of size is 
when trade is quiet. When fifty cus- 
tomers come in a store each day, a 
missed sale does not appear so bad, 
but when the sales are around ten 
pairs a day a sale lost from being out 
of a size means something. That is 
why we carry all sizes at all times,” 
says G. T. Crow, treasurer of the 
— Glove Grip Shop in Portland, 

re. 
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Women Would Rather Walk 
Than Climb 

















HE overhead is kept down by an 
upstairs bargain department in 
the Buster Brown shoe store in 
Salem, Ore. There was not enough 
space on the street floor to accommo- 
date a growing children’s depart- 
ment or an underpriced women’s 
department. The basement was not 
suitable, but the room over the store 
was suitable. This was taken and 
used for the selling of women’s low 
heel shoes, for misses’, children’s 
and boys’ shoes, together with a 
women’s bargain section. A wo- 
men’s rest room was also installed. 
The problem of making it easy for 
people to get upstairs was solved by 
having a ramp that runs from the 
front of the store to the rear of the 
second floor. Customers never ob- 
ject to walking up, as the climb is 
made easy by not having stairs. 
Then they like to buy in daylight, 
too. Growing plants and ferns and 
the child interest pictures make this 
room attractive. 
The salesmen down stairs never 


ask if something cheaper can be q 
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used, but suggest that a second pair 
suitable to wearing around the house 
may be bought for from $3 to $5 
upstairs. This appeal gets a good 
percentage of customers. Merchan- 
dise for the upstairs store consists 
of slow sellers and short lines from 
the street floor and goods bought at 
a price. By watching the stock 
closely, a four and three-quarter 
stock turn is regularly maintained. 


Number Please—’Scuse It 











IGHT in the center of the Bea- 

con store in E] Paso, Tex., is a 
regular telephone to which is at- 
tached a card saying ‘Number, 
Please.” Ribbons are run from the 
phone to shoes, being tied to a price 
ticket on which the number of the 
shoe appears. Manager C. H. Winn 
writes that this is one of the best 
ways to impress on customers the 
numbers of window shoes and to get 
them to ask for these same numbers 
instead of saying “I would like to 
see one of those one-straps in the 
window.” Lots of valuable time is 
saved, especially during the rush 


hours. 
* * * 


New Way to Sell Extra Pairs 


USTOMERS will buy many more 

pairs of shoes at a time if they 
can be convinced by one whom they 
consider an authority that they 
should have these extra pairs. J. V. 
Murphy, who is buyer for the 
Brandeis store in Omaha, has his 
boys first sell the customer what she 
asked for. Then Murphy eases into 
the sale and talks style, while the 
salesman is getting more shoes. 
Many sales have been run up to 
$100 and $200 through this method, 
and with perfectly satisfied cus- 
tomers, too. 


Balance Your Stock 
6 E ideal stock is a matter of 
balance, being just enough, not 
too large or too small,” is the opinion 
of Frank Broadhurst of Denver. 
“Today’s tendency to overbuy is more 


serious than underseliing, for more 
sales may be made in a stock with a 
relatively small stock, than in one 
with an extra large one.” 
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Find the Right Price—Stick 
to It 


iN the northeast corner of Arkan- 
sas, stands Blytheville, a just and 
upright city of 7000 citizens. Mem- 
phis is only a short ride down the 
concrete, but Floyd A. White is sell- 
ing plenty of shoes in his new store, 
The Bootery. A couple of his obser- 
vations are: 

“The keynote to a big young men’s 
trade is the feature price of $8. Good 
repeat business is coming from the 
sale of corrective shoes. As for 
hosiery, we are showing a 65 per cent 
turnover each month. Four complete 
stock turns, figured on cost prices, is 
what the first year’s business 
showed.” 


¢: a @ 


Many a Sale Queered by Too 
Much Talk 


— 








AM MINTZ, who likes Houston, 
Tex., better than New York 
City, recently unburdened himself of 
these wise selling observations: 
“There is such a thing as talking 
too much in endeavoring to make a 
sale. I have’ seen many a sale 
queered by too fast a line of talk, 
with the salesman appearing too 
smart. Many customers show their 
resentment by walking out, leaving 
the clerk to wonder why he lost the 


“‘T was giving that baby a bird of 


answered every question that I 
asked him. He also seemed to antici- 
pate my objections before I could 
voice them, having a logical reason 
why I was wrong. His strategy was 
to let me think I knew as much about 
cars as he did and, by so doing, to 
appeal to that sense of vanity we all 
possess. At the time, I thought he 
was a fine salesman. In thinking it 
over, I am convinced that he is a 
wonder. 

“On the other hand, a traveling 
shoe salesman that I have known for 
years bores me to death. In fact, 
I duck him when I can. He is al- 
ways talking about himself and his 
family, and now that he has a couple 
of grandchildren, he nearly drives 
me nutty. He tells me, when he has 
the chance, what all of his trade is 
buying. Perhaps it would be more 
truthful to say what his imagination 
thinks they are buying. 

“A few well-chosen words that 
will implant the desire to own the 
merchandise that the store has for 
sale will make bigger books in the 
long run than long, meaningless 


" speeches.” 


a 2 


Another Use for the Blink Light 


NSTEAD of having a steady light 

burning in the rear of the store 
all night, one St. Louis shoe mer- 
chant has his night light connected 
with a flasher. By having his store 
illuminated for half a minute and 
then in darkness for half a minute, 
the attention of the evening window 
shopper is attracted to his well- 
arranged interior. As a rule, a 
few new shoes are left up near the 
front door, on the floor, for casual 


inspection. 


Help ’Em Pay Their Bills 





BLANK SHOE 
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| AS ADVERTISED IN THE 
| NOV. 20 ISSUE OF 


THE SATURDAY EVENING POST 





When you 
winter she 


business 








The value of national advertising of this nature is well established. It benefits every 
retailer in the country who has shoes in his store made with BARBOURWELT. 


Capitalize this publicity—feature these shoes in your window display. Let your customers 
know that they can buy them in your store. 


BARBOUR WELTING CO. 


BROCKTON, MASS. 
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“Peerless” 
R 566— “Peerless’’ — Formal 
Shoe of Beautiful Rose Blush 
Silk Kid, with heel and trim of 
variegated Kid to harmonize. 
Modeled over the Popular 178 
Last, 18/8 Spike Heel. To 
your order only. 















“Denise” 
R 590— Dainty ‘‘Denise’’ strap. 
Parchment-Opalescent leather. 





Modeled over a beautiful 20/8 
heel Last. To your order enly. 









When you inspect the new 
] Sherwood patterns at the 

N. S. R. A. Convention, you 
will realize how enthusiastic 


your customers will be when 
they see them in your store. 





























See Sherwood’s at 
N. S. R. A. Convention, 

Hotel Sherman—Jan. 4, 5, 6, 7 
Rooms 1210, 1211, 1213, 1214, 1215 
In attendance 
. P. Carlock 

0. Fox 

J. Pine 
D. Waldron 
Hunter 








Clark 
Cox 
. Jennings 
. Kushins 
. Mazur 
GC. 


Sherwood Shoe Co. 
Rochester, N. ¥. 
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Your Training Fits 
You for Much Larger 
Opportunities! 











The better Retail Salesman you are, 
the better equipped you are to become 
a Potential Co-Partner and Manager 
of one of our Stores. 


The J. C. Penney Co. Operates 
745 Department Stores—a 
Nation-Wide Organization. 


We are looking for Live, Energetic, 
Ambitious Men who believe in them- 
selves—are willing to invest THEM- 
SELVES—to train for a Managership 
and Part-Owner of one of our Stores. 
We are constantly opening additional 
Stores. 





No Investment Required Except 
Hard Work, Ambition and De- 
termination to Make Good. 








If you believe in yourself and are interested 
in such an opportunity—if you are under 
35 years of age—experienced in selling 
either Dry Goods, Clothing, Furnishings or 
Shoes—of good habits and sound health, 
we would like to hear from you. 





An interview may pave the way to Success. 
Write for our booklet, “The Next Ten 
Years.” It explains our plan in detail. 


imal A NATION-WIDE 

















7 caper INSTITUTION- 
IN ST Until Feb. ; 
Terms 5% 10 days—net 30 days enne 
— : é DEPARTMENT STORES 
330 West 34th Street 1205 Olive Street | - 





New York City St. Louis, Mo. 
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a HOLIDAY 
REDUCTION 













































Dont Make This 


It would be just as unwise to offer rubbers at reduced prices 
on rainy days, as to cut prices on Daniel Green Comfys, in your 
after-holiday sales. 

Comfys long ago passed out of the stage of merely holiday 
selling. Thousands of merchants now consider them the most 
staple article in their stocks. Every pair of Comfys sold at 
Christmas tells its story of rest and comfort to others in the 
same family. Thus the Comfy message spreads, and the effect 
on January sales becomes more noticeable each year. 

Winter months are harvest time for Comfys. Cold, raw days 
make their snug warmth doubly welcome. With the addition 
of rich, colorful fabrics to the Comfy line has come a new class 
of trade. The style appeal has greatly widened the Comfy field. 

Comfy 





as hard if you use the new and appealing dealer helps we offer 
in the Green Book. Our all-year advertising builds all-year 





demand. Work out a plan for an all-season tie up and see how 
A FRIENDLY demand pemeecy | 

WARNING months. ; 
The word “Comfy” is our DANIEL GREEN FELT SHOE CO. oe 
legal property and can only General Offices - 
be rightfully used in con- DOLGEVILLE NEW YORK 
papecsy ten ebiay eee Sahn Diem: 
doing us a favor to call our 10 Bast 48nd Street 19 High Bivest 100 Vi, Motions Stross 


attention to any misuse 


this—in connection with any 
other make of slipper. D iel G : 
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Milwaukee Merchants Successfully 
, Push “Shop Early” Campaign 


Feature of Campaign Gets 
Foregn Born to Spend 
Money in America 


MILWAUKEE—Tangible results are 
already being noticed in the early 
Christmas buying among the retail 
stores in Milwaukee, due to the cam- 

aign which is being conducted by the 

ilwaukee retailers in conjunction with 
the retail division of the Association of 
Commerce. Some lines of the retail 
business reported that Christmas sales 
were made prior to Thanksgiving, a 
thing which has never been done in 
other years. 

Milwaukee retailers have been try- 
ing for a long time as have other mer- 
chants throughout the country to edu- 
cate the public to do its Christmas 
shopping early, thus eliminating the 
last minute rush before the holidays, 
and it appears this year that the public 
will buy early. 

The feature of the campaign is the 
effort of the Milwaukee business inter- 
ests to have the foreign population here 
buy merchandise in Milwaukee for 
their relatives in European countries 
and ship the merchandise as Christmas 
gifts, instead of sending money as has 
been the custom. Advertising is being 
carried in the foreign press of the city 
and news stories and editorials are » 
ing-up with the advertising. Fred S. 
Krieger, secretary of the Christmas 
campaign committee, stated that about 
$1,000,000 is sent from Milwaukee each 
year to people in foreign countries ac- 
cording to estimates made, and it is 
hoped this year to keep a good share of 
this money in the city. 





Man’s Boot Shop Sold 


San ANTONIO, Tex. (U. T. P. S.)— 
The Man’s Boot Shop, formerly oper- 
ated by Max Hertzstein and B. R. 
Eickenroht, agents for Stacy-Adams 
and Smith Smart shoes, has been pur- 
chased by B. Weiss, formerly of St. 
Louis. 

Weiss says that the lease on his 
present store space in the Gunter Hotel 
expires in January but that he is con- 
sidering new quarters in a remodeled 
portion of the hotel building. 





Add Repairing Department 


Mapison, W1s—A new shoe rebuild- 
af department kas been added to 
Hill’s department store in this city, as 
an additional service to the clientele of 





Broadway Booterie Is 
Latest Denver Store 


Denver (U. T. P. S.)—A new and 
attractive store in Denver is the Broad- 
way Booterie, 835 Sixteenth Street, 
handling a moderate-priced shoe in 
such popular demand by the wage- 
earner. The decorative effects worked 
out are striking and unique and blend 
into a harmonious unity. The walls 
are paneled in black and gold three- 
quarters of the way up, above that a 
sun-burst effect of orange. The wide, 
deep entrance, between the windows, is 
floored in a black and white checkered 
tile. The two windows are works of 
artistry, narrow at the approach and 
beveling to a considerable width at the 
door, the background blocked off in a 
terra cotta shade which shows the shoes 
displayed in perfect delineation. Sunk 
in the wall of each window is a double 
door with an oval top, cut up into ob- 
long panels filled in with ornate mir- 
rors. This effect is carried out in the 
rear also, these latter doors actually 
opening and giving entrance to the 
windows. 

The store is under the management 
of C. E. Williams, a man of broad ex- 
perience in the shoe business. In men’s 
models, the wide, comfortable toe seems 
to have swung firmly back into popular 


vogue. 
Advertisement Counts 


Foot Aches in Atlanta 


ATLANTA—A rather interesting and 
ten advertisement was published re- 
cently by the Arch Preserver Shoe Shop, 
11 West Alabama Street, Atlanta, a 
new store opened in Atlanta about 
three months ago. 

“Atlanta women now have only 68,- 
400 achy feet!” the advertisement was 
headed. ; 

“According to the most reliable in- 
formation on foot conditions,” the ad 
went on to say, “there were 72,000 achy 
feet bothering Atlanta women last 
August, when we opened our new Arch 
Preserver Shoe Shop. To date we have 
fitted approximately 3600 of these feet 
oe have sent them away comforta- 

Sg 


De Roche Leaves Macy’s 


NEw YorK—Ray De Roche, assistant 
buyer of shoes at R. H. Macy & Co., 
has resigned, effective at once, and Ben 
Barnett, formerly assistant buyer of 
shoes and pillow cases has been ap- 
pointed in his place. It is understood 
that Mr. De Roche is entering the 








R. H. Macy & Co. 
Open Department 
For Junior Miss 





Separate Shoe Section for Girls 
of 14 to 20 Established in 
New York Store 


_ New York—A new shop specializing 
in shoes for the junior miss has been 
opened on the fourth floor of R. H. 
Macy & Company’s department store. 
Shoes designed especially for the girl 
from 14 to 20 are carried in this sepa- 
rate department, and a special sales 
staff that understands the fitting of 
shoes to girls of these ages has _ hen 
recruited. The room is fitted with red 
cushioned benches and the walls and 
furnishings are of cream white. 

The new section was opened last 
week, and to nem ge Na the opening 
a number of special prices were made. 
Real alligator one-strap and oxford 
models were priced at $8.94. 

A feature of the shoes carried in this 
new department is the “sensible” last, 
but patterns that conform to the pre- 
vailing mode in fashionable footwear. 


Siegel’s Open Branch 
in Knoxville, Tenn. 


KNOXVILLE, TENN. (U. T. P. S.)—A 
branch of Siegel’s Shoe Shop of Chat- 
tanooga, Tenn., opened in Knoxville on 
Nov. 19, as the “Vanity Boot Shoppe.” 





The store has been completely remod- © 


eled and redecorated and modern fix- 
tures and furnishings installed. The 


— crowded faye out the none 
0 e opening 3 ving mode 
displayed the latest in footwear. Every 


lady visitor received a pompom chrys- 
anthemum as a souvenir. 

The “Vanity Boot my a is under 
the management of M. D. Weinstein, 
formerly of Chattanooga. Mr. Wein- 
stein states that the shop will deal ex- 
clusively in women’s shoes, with par- 
ticular emphasis on advanced es. 
The prices will range from $5. to 
$8.95 for street shoes and to $9.95 for 
evening slippers. Hosi and 
will also be featured in shop. 

A —_ number of the the 
Vanity Shoppe are showing have the 
square toe. brown and black suede 
in oxford pattern and a brown suede 
with cherry patent heel and toe oe 
ming, are outstanding numbers in t 
Vanity Shoppe windows. 





A New Arrival © 


PiTTsBuRGH — M H. Wagner, 


pe sr Laie ag ros. Shoe Co., was 
prominent in receiving line recently 








the store. 


wholesale shoe field.,. 





when a big girl arrived at his home. 
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Manufacturers 
to Entertain 
at Convention 


Carer nee 


New Stunt Will Be Tried at 
Pennsylvania Meeting in 
Washington in January 

PHILADELPHIA— The Pennsylvania 
Shoe Retailers’ Association, at a recent 
meeting of its board of directors, passed 
the following resolution: 

“That we extend to all exhibitors at 
our thirteenth annual convention the 
privilege to exhibit or feature high 
grade entertainment, such exhibit or 
entertainment to be approved by the 
executive committee of the P. S. f A.” 

This means, of course, a diversity of 
entertainment, and that a unique meth- 
od of showing styles will surely be con- 
ceived by many manufacturers. Al- 
ready four manufacturers have made 
application for time on the entertain- 
ment program. And at this early date 
more than 50 manufacturers have con- 
tracted for exhibition rooms. 

The convention this year will be held 
in Pe mace D. C., on Jan. 24, 25 
an ‘ 





Does Flourishing Business 


GREENVILLE, S. C.(U. T. P. S.) —Busi- 
ness has been even better than antici- 
pated, about double what was planned 
for, in Meyer Arnold’s new women’s 
and children’s shoe department, which 
was added to the Greenville, S. C., de- 
partment store the last week in August, 
Charles F. Watson, department man- 
ager, said last week. e department 


carries a $10 to $22.50 line in 
women’s footwear and features Selby’s 
Arch Preserver, Strassburger Stiles of 
Brooklyn and other high grade shoes 
manufactured by 
Children’s shoes range from 


Brooklyn concerns. 


$2 to 





An assemblage as 
gay, brilliant, and 
fascinating as the 
glowing occasions to 
which they will be 
worn. Kid or bro- 
«4, cade in shimmering 
goldorsilver the 
new mosaic patterns 
. + -dtidescent Pais-. 
ver -..each with 
el touch to differen: jj 
tiate it 
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Broadhurst-Young Co. 
Supplies Show Shoes 


DENVER (U. T. P. S.)—The footwear 
and hosiery used in the style show last 
week at the Rialto Theater was exclu- 
sively from the store of the Broad- 
hurst-Young Shoe Company. This is 
an elaborate presentation participated 
in by a up of professional models; 
besides the stage ition, provision 
is made for the models to descend to 
the parquet on a runway, permitting 
the audience a closer inspection of the 
materials exhibited. About one dozen 
styles of shoes, the most modish of the 
advanced models, were shown. 

The shoes used at the show, all of the 
pump variety, are also on display in 
one of the Broadhurst-Young windows. 
The windows of this store, extending 
entirely down one side of a large build- 
ing, are very fine examples of the ef- 
fectiveness to be obtained through sim- 
plicity. The shoes are shown against 
a background of rich, polished wood, 
and there is no gaudy ornamentation to 
act as a distraction. In other words, 
the windows themselves, through the 
quiet refinement of their architecture, 
are rendered subservient to the mer- 
chandise, causing every article to stand 
out in clear and attractive relief. 

“The Valencia,” Mr. Broadhurst 
said, “is proving a bag 3 popular model 
with us.” This is a black satin pump 
with a five-cornered heel ornamen 
by a floral pattern trim, the strap fas- 
tening with a small but ornate catch. 


Cedar Rapids Shoe Co. 
Buys Wallace Store 


Cepark Rapips, Iowa (U. T. P. S.)— 
J. L. and A. L. Woerderhoff who, five 
years ago, formed the Cedar Rapids 
Shoe Company have just purchased the 
hoe Store at 14-16 North 
PB a nage Iowa, 





Wallace Shoe Store was a high de 
men’s and women’s shoe store and was 
operated for 40 years at Marshalltown. 
The Cedar Rapids Shoe Company will 
put in operation their business 


plan of only popular priced 
ee eee ‘ootwear for men, 
women and children at this store, which 
makes seven in the chain that they 
The store will be 


Shoe Store and re ed to 
grossed $161,000 worth of shoes last 
The 


Cedar Rapids Shoe Com 
operates stores at Waterloo, Marshall- 
Ottumwa 


Oelwein, Iowa City, 
and Cedex Rapids, with the chain com 
seven stores at four 
of have been the 
past year. 


Saker Sr 


‘carried in the rear, in 





For the Evening 


~ =~ Uf gala array 
of exclusive crealions 
and gorgcous malcrial 
for formal wear ~ ~, 


(40=-40" syazets) 


Style im Quality 
~ 471 Fifth Avenue 





Selected from New York 


Durkee Opens Store 


Denver (U. T. P. S.)—Arnold’s fa- 
mous Glove Grip shoes now has repre- 
sentation in Denver in the new store of 
A. L. Durkee, 529 Sixteenth S un- 
der the name of Glove-Grip Boot Shop. 
Mr. Durkee’s experience in Glove Pp 
shoes extends back to the time when 
the Arnold shoe only had one al- 
most a score of years » at 
time Mr. Durkee was in business with 
his father in Oakland, Cal. 

The new store is located in the very 
heart of the ay | district and, mg 


of the latest shoe shop 
balcony, the front of the store, fur- 


nished in the parlor mode, being de- 
voted to fittings and display. 


New Retail Shop in Denver 
DenvEeR—The Broadway Booterie is 





the name of a new shoe store 
which just recently o for business 
in this city at 836 S Street. 





a The Better Dressed Men § 
¢ Will Tell You— S 
No other shoes equal Surpass in 
quality, fit and smartness. Just real 
good shoes that will give solid com- 
fort at work or play and wear in- 
definitely. Priced at 
s 6 0 © 


el 
Selected from Montreal — Bi 








Se 
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Just a Beautifully Plain One Strap 
But Oh! How It Sells 











It sells because it fits the so-called 
“average” foot, the narrow heel foot, 
the low instep foot, the bunion foot, 
and with an adjustment of the buttons, 
the high instep foot. 


We know that one-straps in other 

makes fit too, but ours is one of those 

patterns you can always rely on when 

it becomes a question of fitting the In Stock 
foot, or, losing a sale. Sizes 1 to 11 


AAAA to EEE 
True, it’s plain, but, it is beautifully 
plain; and, it is beautifully made. No B1922—Patent Leather 
cut outs, no appliques, no fancy trim- B1923—Glazed Kid 
mings; just wonderful fitting, good B1924—Black Satin 
shoes, that because of their very plain- 
ness demand the highest standard of 
shoemaking. 


Price 


Our one-strap will not appeal to the 
flapper. It will, however, appeal: to 
the matron, the woman of refinement, 
or any woman who prefers “neatness” 
to the bizarre, high quality to a low 
price, perfection of fit to the last word 
in leathers, heels or toes. 


165 N. Water St., Rochester, N. Y. 
Chicago Ofice: 189 W. Madison St. 
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Julius Gutman & Co. 
Enlarge Shoe Dept. 


BALTIMORE (U. T. P. S.)—The ac- 
quisition of an adjoining building has 
enabled Julius Gutman & Co., Balti- 
more’s cash department store, to en- 
large its shoe department, and also to 
add a complete line of men’s shoes in 
addition to the women’s and children’s 
lines already carried. 

The Julius Gutman & Co. is located 
at the corner of Lexington Street and 
Park Avenue, where it occupies a three- 
and-a-half-story and basement build- 
ing. It has acquired the oining 
three-story and basement building oc- 
cupied for a number of years by the 
McCrory Stores Corporation, operators 
of a chain of five and ten-cent stores. 
The two buildings have, following ex- 
tensive alterations, remodelings and 
improvements, been united, giving the 
store more than double additional floor 
space. The shoe department occupies 
three times its former space. 

The opening of the enlarged shoe de- 
partment also marks the fourth anni- 
versary of the department, and for this 
twofold occasion shoes for men, women 
and children are being featured at spe- 
cial prices. Twenty-five thousand pairs 
of shoes purchased from shoe markets 
of Boston, New York and Chicago are 
included in the offerings. 


Mueller Off for Europe 


Boston—Frank A. Mueller, shoe 
buyer for the R. H. White Co., sailed 
for Europe on the “S.S. Paris,” Dec. 4. 
He will make a six weeks’ business trip. 
This is Mr. Mueller’s second trip 
“across” in the interests of his firm. 
He will eat Christmas dinner this year 
with friends in Brussels. 








SIZT3 2 TOD AAA TOD 
88 WHITEHALL STREET 
—_—-— 
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Marie Disappoints 

CINCINNATI — Cincinnati merchants 
went to a great expense in decorating 
their windows in anticipation of the 
visit of Queen Marie, which was sched- 
uled for this past week but did not ma- 
terialize. Most of the windows dis- 
played the colorful Rumanian costumes, 
with which were shown, almost with- 
out exception, black patent leather 
footwear in one. strap or buckle effect— 
buckles being very ornate. The queen, 
who was seen for a few minutes on the 
observation car as it stopped near Cin- 
cinnati, wore a dark fur coat, a green 
hat and Red Boots. Not low cuts, but 
BOOTS. 


Color Harmony in Shoes, 
Bags and Gloves Shown 


Kansas City (U. T. P. S.)—A most 
attractive window display ap red in 
the Petticoat Lane side of Harzfelds 
last week, illustrating the harmonious 
leather combinations possible in the 
multiculored offerings in gloves, shoes 
and handbags. 

The colorful display was built around 
the shoes and holding the central place 
among the shoes was th Queen 
gray patent kid. R. J. Lederer, man- 
ager of the shoe department, said the 
demand for that style is almost the 
same as the number of sales of the 
popular gray fur coat, with which it 
harmonizes so well. The price is 
$16.50. 

Also in the shoe display were kid 
mules in several colors including red, 
blue and green. They have the high 
heel fastenette buckle strap and are all 
kid lined. The mules are selling well 
at $8.50. 

Flanking the shoe display on either 
side were gloves with novelty colored 
cuffs and stitchings in colors. Pocket- 
books in re e, colored kids and pat- 
ents offered unusual possibilities for 
— in gloves, shoes and hand- 
ags. 





Hanan K. C. Store to Move 


Kansas City (U. T. P. S.)—Hanan 
& Son at 1010 Main Street are holding 
a successful sale in closing out special- 
ties and job lots preparatory to moving 
into their new store at 1032 Walnut 
Street, Jan. 1. 

The new store will be one of the at- 
tractively appointed shoe a 
in Kansas City. It is finished through- 
out in dark walnut and the entrance is 


an arch effect flanked on each ge 
generous show window It 
be stocked completely with new mer- 


chandise. 





Retailers Meet Weekly 


Sr. Lovis—A group of downtown 
shoe operators ve their 
weekly meetings which were so success- 
fully conducted 
oe oS oe ee Red 
souri ee Ae sae 
tinent problems business 
are discussed. A. W. was elected 
chairman of the group to handle the 
meetings for the coming season. M. M. 
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Booth Sells Slippers 


Boston—C. E. Ruggles, shoe buyer 
at the Shepard Co.’s store, has built up 
an aljl-the-year-round business on felt 
slippers, but right after T 
each year he features for the holiday 
trade an extra assortment of styles and 
patterns from a big booth. To show 
the wide variety of kinds, he has five 
or six types of the popular Doris, with 
flexible sole and rubber toplift, which 
is much in demand by the — boy 
trade. One attractive pattern this 
line appears in brown suede, with 
sheepskin lining. 
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Shoe Market News 


Sources of Supply That You Should 
Follow—Weekly Opinions of 


Some firms here have 
Lynn started to cut new style 
shoes for 1927. They ignore tradi- 
tional winter fashions. One has to 
ask about boots, anyway. Winters 
in big cities are not what they used 
to be. Nor are winter styles in 
women’s footwear. A multitude of 
women move daily along streets and 
through stores of big cities, wearing 
light and dainty shoes in winter as 
well as summer. They are less ex- 
posed to winter’s cold and dampness 
than ever. Hence the early start on 
spring styles. Some protest is 
heard against the early offerings of 
shoes for the new season. But time 
and style wait for no man. 

Ties, of the one and two-eyelet 
sort, are gaining. They fasten with 
wide ribbon laces. These laces 
adorn the instep and shorten the line 
of length. Super-style ties have 
quite short vamps, quite square toes, 
and quite high heels, even 20/8 and 
22/8 high. They look like little 
shoes. But they are big in style. 
Strap and step-in models continue. 
Some style men are predicting a big 
run on buckle-trimmed shoes, to 
come after the run on ties. 


B The factories here 
oston have had a very good 
fall business, with just now “at- 
once” deliveries and advance sam- 
pling for spring. Plants generally 
are busier now than for the corre- 
sponding season of the past four or 
five years. Buyers are asking for 
“better shoes.” The new lines for 
women show a wide variety in light 
colors, with many pleasing combina- 
tions. “It looks like a light color 
year for 1927, with opal grays, light 
blond shades, and plenty of reptiles,” 
said a shoe manufacturer thé other 


‘day. It is reported that some of the 


Boston leather men went over to 
New York to meet a boat that re- 
cently came in from Calcutta loaded 
with reptile skins. They found that 
the dock “swarmed” with buyers 
from New York and other sections 
of the country, and a lively scene 


Leaders of Industry 


ensued in a scramble for the cargo. 

In keeping with the reptilian 
trend, imitations thereof, in many 
colors, including the popular reds, 
tans and greens, are being re- 
adapted to pleasing shoe trims. 
Patent leathers in grays and other 
light shades are being freely sam- 
pled. 


Early Ordering 
Commendable 


By Charles B. Strecker 
President of the Greene Shoe Mfg. Co. 


As a New En- 
glander, born and 
bred, and as a 
member of the 
New England 
Shoe and Leather 
Association, let 
me say, for the 
benefit of the 
whole. industry, 
that I believe the 
holding of shoe 
style shows dur- 
ing the first week of December, or 
June, of each year is to be highly 
commended. Any movement which 
makes for early ordering for spring, 
or for any season just ahead, is 
surely a progressive one. For that 
reason, the St. Louis Shoe Style 
Pageant and its precursor, the Joint 
Shoe Styles Conference, should 
strongly stimulate advance purchas- 
ing on the part of the retail shoe 
merchants of the country. 

If it were possible for footwear 
buyers of the large department 
stores, and other big buyers, to make 
known their wishes to the manufac- 
turers earlier than they have been 
doing during the past year or two, 
it would certainly result in a better 
product. For, when a large volume 
of business is received after the first 
of January, it puts tremendous pres- 
sure upon a factory. This year 
colors are to be matched, or blended; 
there are inlays which must harmon- 
ize with vamps and quarters—there 





Chas. B. Strecker 


are trims in silver or gold kid, or 
reptiles, or almost a million more 
varieties of materials and shades. 
The rapidity with which styles move, 
the many varying patterns and the 
excellence of construction required, 
all mean thought; and where but a 
few weeks intervene between the 
placing of orders in the factories and 
the placing of goods on the store’s 
shelves, there can be no other condi- 
tion than plant congestion, with 
resultant evils of confusion, misun- 
derstandings and hardships to both 
maker and merchant. 


H hil Haverhill shoe 
avernl men are prepar- 
ing for a big “millinery” season. 
The term “millinery” is used to ex- 
press the color, style and smartness 
to be injected into women’s shoe pro- 
duction. Shoes, it is declared, have 
become a leading consideration in 
milady’s wardrobe, and no longer a 
mere accessory of dress. Just the 
same as the hat is selected to blend 
and harmonize, so the shoe is now 
selected. 

The new leathers now being 
sampled in local factories have never 
been surpassed in richness and 
beauty. Color will play the foremost 
part in the spring fashion drama. 

The matching of shoes, hats, bags 
and belts is within the vision of some 
of the leading producers of women’s 
shoes in the local industry, all be- 
cause of the certain popularity and 
charm of the new materials. 

Discussing color, the local shoemen 
aré quick to predict colored kid, 
notably the light shades of parch- 
ment, rose blush, blonde and greys. 
The fancy-grained leathers receive 
second mention, these new tannages 
revealing some of the most brilliant 
colors. These grains are proposed 
for trimming and combination ef- 
fects. The new colored patent, in- 
cluding gunmetal, the green, red and 
blue patent, are named also to figure 
conspicuously in the new footwear. 

The colors will be started at once 
and it is expected that they will 
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carry through until Easter, becom- 
ing lighter as the season advances. 
The new business, it is expected, will 
start early the coming month, al- 
though one or two of the better 
grade producers are now preparing 
for an earlier opening. Volume buy- 
ing, however, will probably await the 
coming of the New Year. 








Shoes—Dress—Hat 


By Edward M. Rickard 
Rickard Shoe Co. 
Haverhill 








r 
we manufacturers 
jes. believe that the 
Ve, spring season will 
the be a colorful one 
ed, for footwear and 
ta that materials 
the and colors will be 
ind the most impor- 
e’s tant part of style. 
di- - J It is important 
; ? that the shoe 
a B. M. Rickard should be consid- 
th ered to blend and harmonize with 
the dress and hat, and shoe manu- 
facturers, in studying style, will 
have to give careful attention to 
De what prominent dressmakers and 
ir- milliners are using. 
n. 
“s A slackening- 
‘ ™ 
Milwaukee up has been 
ve noticed. recently, although the fac- 
in tory has been on a good production 
a schedule, making up footwear for 
1e the stock department at the F. 
d Mayer Boot and Shoe Co., according 
w to Fred A. Mayer, sales manager, 
who anticipates a good volume of 
g business being received after Dec. 
r 1 and continuing until Christmas. 
d Mr. Mayer stated that they noticed 
t the dull period had come earlier than 
usual this year, but due to the heavy 
8 advance orders which were received 
e in previous months, it had no ma- 
3 terial effect on the factory produc- 
2 tion. 
j 


* R. E. Smith, of 

1 Chicago the J. P. Smith 
’ Shoe Co. of Chicago, says that the 
, stock shipments of his company are 
good. The women’s business of the 
; Smith organization has been excep- 
tionally good, according to his state- 
ment, and the demand for welt 
footwear for smart wearing is im- 
, proving. The men’s future book- 
ings are slow, merchants seemingly 
being reluctant as yet to define their 
needs for late December or early in 
wadeo totale are One gain 

are a 
the 





over a year ago. The sales 
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Dr. Reed Cushion Shoe Stores show 
an increase over a year ago, and 
trade conditions in this line are bet- 
ter. The general condition of the 
men’s shoe business at the present 
time, said Mr. Smith, seems to be 
somewhat slower than a year ago, 
although collections are as good, if 
not somewhat better. “We have 
found,” he said, “a very steady per- 
centage all through the fall in favor 
of black shoes for men, and this is 
true at the present time in our or- 
ders.” While unwilling to make any 
predictions, Mr. Smith voiced an op- 
timistic tone toward the final results 
of the year’s sales. 


° ° ¢ Production in 
Cincinnati the Cincin- 
nati shoe factories is reported as 
holding up well. Some orders are 
being received on the new spring 
samples. Most of the stock depart- 
ments are being called on quite 
heavily, and the trademark shoes 
carried in these departments are be- 
ing carefully watched, and growth of 
sales found most encouraging. The 
most popular patterns in colored 
leather, as well as plain, are now be- 
ing carried in stock in this type of 
footwear, and factories are putting 
forth their greatest efforts along 
these lines .with good results. The 
coming season will find many cam- 
paigns being inaugurated on trade- 
mark and corrective shoes. 

Patent leather is still holding its 
own, with some demand for black 
suéde. The tie oxford and cut-out 
effects are especially good. The 
darker shades with reptile trim are 
still good, but the demand for light 
colors is being felt on early spring 
deliveries, and prospects are for a 
decided run of light-colored foot- 
wear. Buckle patterns are having 
a growing demand. 

The heavy snow 


St. Louis inst ten during 
the past week throughout this ter- 
ritory caused nothing short of bed- 
lam in most of the wholesale houses, 
where rubber footwear of all descrip- 
tions was at a premium. Retail mer- 
chants were using every form of 
communication to place hurry-up 
orders for the merchandise wanted. 
A survey in the wholesale district 
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choice of those responsible for the 
footwear fashions in this market. 

General-line houses report the 
shoe business as being better than 
fair, and, with the thawing of the 
snow and fair weather, many people 
will buy new shoes. 


The Spring Line-Up 


By A. E, Farrar 
Friedman-Shelby Shoe Co. 
Branch International Shoe Co, 

In assembling 
our lines of 
women’s footwear 
for spring, 1927, 
we are following 
as closely as pos- 
sible the recom- 
mendations 
adopted by the 
Joint Styles Com- 
mittee at their 
conference in 
New York, Nov. 
4 and 5. Our interpretation of this 
program as applied to the grades of 
footwear in which our company spe- 
cializes, namely, shoes that retail 
from $5 to $8, is as follows: 

Materials seem to rank first in im- 
portance, and foremost among these 
are light shades of colored kid and 
cabretta. These leathers range in 
a number of shades, the principal 
colors being Rose Blush, Pastel or 
Tinted Parchment and Shell Gray. 
We anticipate a greater popularity 
for Parchment, although the other 
shades named should be sold in good 
volume. 

In low and block-heel strap and 
tie effects, there will be considerable 
colored calf and side leather used, 
owing to scarcity of colored kid and 





A. E. Parrar 
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Harmony in Color, like Harmony in music 
is best achieved by experts. Certain music 


is “just plain jazz’’—unless interpreted by 
a Paul Whiteman. 


Mitchell-Welch is showing some very 
beautiful new shoes of blending modish 
colors. They have the appeal of the 


expert in their harmony of color 
combination. 


They are priced within the range that 
most people like to pay. 


Mitchell'WVelch Shoe Co. 


163 Commercial St. West Lynn, Mass. 
Boston Salesroom: 89 Bedford St. 


Sold in cases of 
36-pairs-on-a-width 
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National Boot & Shoe Mfrs. Ass’n 
27th Annual Meeting—Jan. 18 and 19 


President McKeon Issues 
Convention Call for Rally 
at Hotel Astor, New York 
City 

New York.—The twenty-third annu- 
al convention of the National Boot and 
Shoe Manufacturers Association will 
be held at the Hotel Astor, New York, 
on Tuesday and Wednesday, Jan. 18 
and 19, 1927, according to an announce- 
ment made last week by John C. Mc- 
Keon, president of the association. 

In making the announcement Mr. 
McKeon said: 

“The annual reception and dinner 
will take place in the Ggand Ballroom 
of the Hotel Astor, Wednesday evening, 
Jan. 19, at seven o’clock. 

“This convention will be the twenty- 
third annual meeting of the association, 
and it is hoped that every member will 
consider it his duty and part of his 
obligation to the association to be 
present and contribute to the success of 
the occasion. 

“The details of the program will be 
forwarded prior to the convention, 
which will cover many subjects of vital 
importance to the industry at this time, 
and will otherwise be educational and 
interesting. ; 

“It is suggested that every member 
of this association make arrangements 
to have his company represented by one 
or more executives.” 


John A. Blake, Old Time 
Shoe Manufacturer Dead 


MALDEN, Mass.— Funeral services 
for one of the last of New England’s 
oldtime shoe manufacturers, John Al- 
bert Blake, were held Tuesday, Novem- 
ber 30, in St. Paul’s Episcopal Church, 
this city. Burial was in Danvers, ser- 
vices at the grave being in charge of 
the church of which he was a member, 
of the Masonic order, in which he had 
held high office, and of the G. A. R. 

Shortly after the close of the Civil 
War, during which he served in the 
Federal navy, Mr. Blake entered the 
shoe business as a member of the firm 
of Preston & Blake, of Danvers. Later, 
he became a member of C. C. Farwell 
& Co., and, still later, went into part- 
nership with his brother. Under the 
firm name of Blake Bros., they estab- 
lished themselves in Haverhill, making 
women’s shoes. When this partnership 
was dissolved, Mr. Blake 
head of the old St. Croix Shoe Co., of 

i he remained 


ship until his death. 

Mr. Blake had been active in the Ma- 
sonic order since early manhood. 
Among other high offices, he had si 
for three years as grand master of 
Grand Masonic Lodge of 
sath, Send Se ane ae Se 
island. Kaighs io taanien At the 
of his death, at the age of 83, he 








in charge of the charity work of the 
Masons in this State and was general 
supervisor of the Masonic Home at 
Charlton, an institution made possible 
by Mr. Blake’s unremitting activity. 
Mr. Blake is survived by his wife and 
three children, Albert N. Blake, presi- 
dent of the Watson Shoe Co., of Lynn.; 
Ernest H. Blake, of Boston, and Mrs. 
Carolyn Reid Chick, of Harrisburg, Pa. 


New Concern for Haverhill 


HAVERHILL—Katzman & Rosengard 
is the latest addition to the local shoe 
manufacturing a This firm is 
established in the J. H. Winchell fac- 
tory, utilizing 10,000 square feet of 
floor space, and is ipped to make 700 
pairs of women’s high grade novelty 
McKays daily. The members of the 
firm are Milton Katzman, formerly of 
Katzman & Adler, shoe wholesalers, 
Boston, and Joseph Rosengard, former- 
ly associated with the J. R. Malloy Co., 
Manchester, N. H. Both men are well 
known in the industry. 


Diamond Shoe Co. Plans 
to Add Lower Grades 


BrocKTON—Early start on the pro- 
duction of third grade shoes in addi- 
tion to its output of high grade men’s 
and women’s lines is expected at the 
Diamond Shoe Co. following the grant- 
ing of satisfactory wage scales to that 
concern. Trial of this type of business 
will be watched closely Wy the concern 
and if the volume of. business warrants 
within six months Henry S. Rubin, su- 
perintendent of the company, an- 
pnounces that a new factory, to cost in 
the neighborhood of $200,000 and giv- 
ing employment to 200 additional 
hands, at least, will be erected. The 
Diamond Shoe Co. is one of the busiest 
concerns in the city, but like several 
other concerns believes there is a de- 
mand for the cheaper grade of shoe 
It feels, also, that p 
grade will allow for full time operation 
of its plant throughout the year. 


To be Held March 6-12, 1927 
a GERMANY bro The Leipzig 
Trad : resen every 
of the industrial life at oman P will 


be held from March 6 to 12, 1927. The 
makes it possible to measure defi- 


a! 
ind 


12,000 exhibits, a gain of more than 
300 per cent over any pre-war fair. 


Purchasing Agents Meet 
Boston: 


uction of this | 





J. S. Kent Made Head of 
M. A. Packard Shoe Co. 


Policy of Company to Continue 
Unchanged, He Declares 


BRocKTON—Reorganization of the 
board of officers of the M. A. Packard 
Shoe Co. to fill the vacancy caused by 
the death of Oliver M. Fisher has been 
effected with the election of John S. 
Kent, president; Alfred T. Kent, vice- 
president, and John S. Kent, Jr., treas- 
urer. The other director is David R. 
Goodin. 

There will be no change of policy 
and the personnel of executive officers 
will be the same, Mr. Goodin being 
sales manager, Dana B. Paul, assis- 
tant treasurer, and John J. Feeley, 
manager of advertising and orders. 
President Kent issued the following 
statement: 

“There will be no change in the spirit 
of our organization for we shall con- 
tinue to put forth our best efforts to 
make Packard shoes better known than 
ever before so that the cordial relations 
we have enjoyed with our customers 
and with everyone engaged in produc- 
ing and selling Packard shoes will re- 
sult in a continued steady business for 
us.” 


Huth and James Co. Makes 
Its Bow in Milwaukee 


MILWAUKEE, Wis.—The Huth & 
James Shoe Manufacturing Co. has 
been formed at Milwaukee with Wil- 
liam G. James, James T. Guy, and Vio- 
let F. Dickinson as incorporators. Mr. 
James, formerly president of the James 
Shoe Manufacturing Co. of Milwaukee 
is president of the new company a 
will be in charge of the production end 
of the business. E. C. Huth, secre- 
pa Geng ma was formerly associated 
with the Weyenberg Shoe Manufactur- 
ing ‘Co., Milwaukee, in charge of the 
Portage sales force. 


The plant former! 
Kalt-Zimmers Manufa 
been leased by the new 


occupied by the 
. has 


Co 
com and 
‘lentirely new equipment wilt be in- 


stalled. 


John Ebner Dead 


MILWAUKEE, Wis.—J ohn 
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Patent leather with parchment 
lizard trim. No. 98 cutout de- 
sign. Enameled heel. 


Style No. 125 
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Shoe Style Specializing for 
the Miss and Growing Girl 


S your Junior Department merely a 
“section” in the storeP If so, Mr. 
Retailer, you’re missing the finest 

opportunity that the retail shoe business has 
offered you in many a season. 


For the young girl is style conscious today 
as never before. She knows what she wants 
and wants it fast—and she seems to have 
“sold” her mother on letting her have her 
way. 


Isn’t it time that you gave some real con- 
structive thought to this phase of your busi- 
ness? If you do you'll find—as the leading 
retailers throughout the country have found 
—that well-styled shoes for misses and grow- 
ing girls are wonderfully fast movers and 
great activity makers in your store. _ 


Wherever you find the proper apprecia- 
tion of appealing to the younger style 
thought—you will find that Ferris shoes are 
liberally bought. They will lift any stock 
out of the commonplace. 


mz FERRIS SHOE veo. 


For over 50 years makers of Children’s, Misses’ and Growing Girls’ Finest Shoes 
PHILADELPHIA 


Welt Factory at Philadelphia, Pa.—Turn Factory at Cleveland, O. 
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Evans, who represents the 
M. Hoyt Shog Co. m Kentucky 


F. W. 
F. 
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Halsey Elwell travels from Minne- 
sota west to coast, for the Jas. A. 
Banister Co. 





B. F. Chamberlin, with the sales 
department of The Alfred Hale 
Rubber Co. 


Who’s Who on the Road 


The Men We Tell About Are the Ambassadors of Trade 
They Carry Shoes and Merchandising Ideas into Every Town 


W. EVANS, formerly with the 

@ Weyenberg Shoe Mfg. Co. for 
the past three years, is now repre- 
senting the F. M. Hoyt Shoe Co. of 
Manchester, N. H., in Kentucky. Mr. 
Evans has a pleasing personality 
and is an exceptionally hard worker. 


B. McCARTHY, who covers 
R. parts of New England for the 
Brown -Shoe Co., has taken “under 
his wing, as one of his special pets,” 
the new health shoe pad which is a 
feature of his company’s product. 
This little device fits under the heel 
and arch of the foot and raises it 
about % of an inch. “Bob” says: 
“These little health shoe pads assist 
greatly in prolonging the life of the 
feet of silk stockings.” 


ALSEY ELWELL, who travels 

from Minnesota west, including 
the Coast, with the Jas. A. Banister 
Co.’s line, sells more shoes for the 
well dressed man by demonstrations 
in shoe stores of how to sell “Shoes 
for the Occasion.” -One of his big 
“stunts” was recently “pulled off” 
at the Frank Werner Co.’s store, San 


Francisco. Following along the idea 


in the Nation 
By HELEN M. HANEY 


of “What the Well Dressed Man Is 
Wearing,” Halsey took twelve shoes, 
spread them out before the public in 
groups—for daytime and evening 
wear, for sports wear, and for other 
different occasions. He said: “Some 
big shoe stores send out retail sales- 
men to call on the college trade, but 
I try to carry out the same idea by 
being salesman for high grade shoe 
stores and showing the customers 
entering that store just what shoes 
a well dressed man should wear for 
twelve different occasions.” 


ERNARD A. YOUNG, formerly 
Western and Southern sales- 
man for the Panco Rubber Co., is 
now in charge of sales of the Lima 
Cord Sole and Heel Co. of Lima, 
Ohio. Mr. Young is calling on shoe 


P. O'CONNELL is covering 
@ Montana, North Dakota and 
Wyoming for the H. C. Godman Co. 


‘L. WARD has recently joined 
e the salesforce of the H. C. 





F. CHAMBERLIN, formerly 
@ with the Walpole Rubber Co. 
and later with the United States 
Rubber Co., is now a member of the 


sales department of the Alfred Hale ~ 


Rubber Co. of Atlantic, Mass. 


OMER F. PROUTY, with office 
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That is the color platform adopted 
for Men’s Shoes next spring by 
The foint Styles Committee. 


That means another record season for 


TONY _, Teme 
GOLD “~ THe 


Both these famous shades are firmly 
established in the preference of leading 
metropolitan buyers. 


They are smartly conservative rather 
than strikingly extreme. 





Tony colors include,x—-TONY GOLD, TONY TAN, 
TONY HENNA, TONY BROWN, TONY AUBURN, 
TONY BURGUNDY, TONY RED, TONY BLACK. 











CREESE | 


roreyey 


ORE 6 a Se <a. Se > am 4 


95 South St 
Boston 
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“Rich Shades of Light and Medium Tan” 
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HE Regal Shoe Co.’s salesmen OBERT B. SMITH was chosen 

held a week’s “get-together” at president of the Boot and Shoe 
the Whitman factory recently to dis- Travelers’ Association of New York 
cuss styles and business prospects at the annual meeting on Nov. 27, in 
for the coming year. These sales- the most closely contested election 
men cover the entire country. Presi- the organization ever has held. His 
dent Elmer J. Bliss, Vice-President jead over John J. Doyle was small. 
Charles H. Cross, Treasurer Cyrus Frank L. Armstrong, former presi- 
Monroe and Supt. Harvey E. Reed dent, refused to be a candidate for 
gave talks, samples were inspected, reelection. Two tickets were put 
and each Regal representative chose jnto the field. Morris Schmidt de- 
footwear fashions for his particular feated Frank J. Musson for the first 
trade. Each day a business talk was vice-presidency and W. C. Seamen 
given by Victor Alvin Ketcham. won over P. J. Watson for the second 
vice-presidency. H. J. Herron de- 
feated Harry B. Tove for the posi- 
tion of secretary-treasurer. 

L. C. Hart, Charles Havranck and 
Harry M. Rogers were successful 
candidates for the Board of Govern- 
ors, against W. S. Weil, Harry D. 
Klafter and L. H. Sass. 

Frank L. Armstrong had the sup- 
port of both tickets as delegate to 
the N. S. T. A. convention in Chi- 
cago and as the Association’s rep- 
resentative on the National Council 
of Traveling Salesmen’s Associa- 
tions. 

The meeting and election was held 
in Mr. Armstrong’s office, Room 608, 
Marbridge Building, and was one of 
the best attended gatherings the or- 
ganization has held in some time. It 
was voted to resume the death bene- 
fits in the near future. These were 
suspended about a year ago. Several 
applications for new members were 
received and will be acted upon at 
the first meeting in the New Year. 

The New York travelers are going 
to Chicago with a determination to 
bring the salesmen’s convention in 
1928 to New York. 




















BEALS “BOOMED” FOR 
N. S. T. A. V.-P. 


The members of the Indiana 
Shoe Travelers’ Association 
have resolved that Homer H. 
Beals, National Railroad 
Chairman, shall be a candidate 
for vice-president of the Na- 
tional Shoe Travelers’ Asso- 
ciation. Their choice was 
unanimously voted at a recent 
meeting and forwarded to the 
National secretary. The reso- 
lution read, in part, as fol- 
lows: 

“Inasmuch as our associa- 
tion is now and always has 
been one of the most active 
organizations of its kind in 
the United States, and inas- 
much as we are one of the 
oldest, and have never before 
seriously aspired for one of 
the highest National offices, 
we have, therefore, selected 
one of the ablest men con- 
nected with the shoe travel- 










































Homer H. Beals of 
Noblesville, Ind. 











A. DELANY, secretary of the 
eo N. S. T. A., was recently ap- 
pointed by Horace R. Drinkwater, 
president of the Boston Boot and 
Shoe Club, as a member of the com- 
mittee of eight members of the trade 
to promote the sale of men’s shoes 
by the introduction of the summer 
weight and other good selling fea- 
tures. Among the ideas of this com- 
mittee is the thought that summer 
weight shoes should be donned with 
straw hats on May 15. At the No- 
vember dinner of the club, Secretary 
Delany gave a talk on “Cooperation 
Between Manufacturer and Sales- 
man.” 

















































LL locals are requested to for- 
ward to the National office, 183 
Essex Street, Boston, their lists of 
officers with addresses for 1927. 
Where elections occur up to Feb. 1, 
the names of the new officers should 
also be mailed to the National office, 
as they will also “catch” the official 
annual report of the N. S. T. A.. if 
promptly dispatched. 


OE JONES, who travels Pennsyl- 

vania and West Virginia for the 
Wall-Streeter Shoe Co., writes us 
that since his golf pal hound, 
“Wags,” was introduced through the 
RECORDER he has had many requests 
to bring him along on his next trip. 
Joe says that conditions in the Key- 
stone State are good; that spring 
orders are being placed, but not in 
volume, but it’s simply a process of 
plenty of work, plenty of traveling. 
plenty of persistency, and then busi- 
ness will come. Joe plans to “hit” 
Boston about Dec. 12. 
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Evening Slippers 
In Stock 


Imported German Silver Kid $4.60 
White Satin $3.85 
A-C 18/8 and 14/8 Louis Heels 


(Minimum orders 12 pairs to a width) 








Lynn, Mass. 


The tinting of white satin 
slippers to match evening 
gowns is a very profitable 
accomplishment, and is ex- 
tensively carried on. 


We have made these fine 
fitting satin pumps for this 
requirement. All you need 
is a reasonable stock in the 
wanted fittings, and a know- 
ledge of. ‘Show to do it,” 
which we will supply. 


There’s ample evidence of a 
knowledge of good shoemaking 
in every pair of Fair Sex Shoes 
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SOFT 


Cordovan 
Horsehide Stays 
When Tanned The 
Wolverine Way 


At last Cordovan 
Horsehide has been 
perfected where it 
is not only tanned 
soft but stays soft 
and plump as long 
as the shoe wears. This is due 
to a unique tanning process 
now developed by olverine. 

See how this amazing soft- 
ness spells permanent comfort 
—and customers; how Wolver- 
ine Shell Construction adds 
months of wear—and how 
Wolverine one profit ae 
creates fast-moving values. end for sample and price lists today. 


December’s Best Seller 


No. 313— About 10 in. high. Blucher cut, full chrome, 
retanned leather gusset, soft toe, imitation tip. Hooks 
and eyes, 43-nail Rubber Heel. Thick horsehide 
grease-filled soles, fair-stitched and fastened with brass 
nails. Sizes, 6 to 11. Price to you, $2.85. 


WOLVERINE 


Shoe & Tanning Corporation 
Dept. W-3 Rockford, Mich. 


































“HUBTIP” “No-Metal- 
Tip” Shoe Laces Make 
Your Findings Case More 
Attractive, 





Attract the Eye and Profits Accrue 
with Goods of Quality 


“HUBTIP” Cabinet Containing 72 Single 
Pairs. Striking Three Color Cartons Sure to 
Draw Attention. 

“HUBTIP” Individual Carton Keeps Laces 
se and in Good Condition. Easy to 
an ° 


Light Tan—Brown—Black 
A GOOD—STRONG—READY SELLER 


“HUBTIPS” 


No Metal Tips—Braid from Tip-to-Tip 


Manufacturers 
F. W. WHITCHER CO. 
332 Albany Bldg., Boston 
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Style in Rubber Shoes Sells More Pairs 


Whether It Is a Biarritz Bathing Costume—or 





Fashionable Finery for Rainy Days There’s 
a Rubber Shoe for the Occasion 


OUTHERN California expects a 
S big tourist season during Janu- 

ary, February and March. So 
do Florida’s fashionable winter re- 
sorts. While the North, the East, 
and many Western sections are dig- 
ging themselves out of snowdrifts 
this winter, other folks will be dig- 
ging in the sand and sporting there- 
on in the new, brightly colored 
bathing shoes which will form an 
important part of the fashionable 
bathing costume ensemble. Colored 
rubber bathing shoes are manufac- 
tured in all of the new shades and 
combinations thereof by many of the 
leading rubber companies. They are 
a valuable part of any retail shoe 
merchant’s stock and find a ready 
sale all the year round in Southern 
climes and all along the coast resorts 
of New England, New Jersey and 
other summer resorts from June to 
October. 


MONG the new creations in col- 
ored rubbers are the So-Lite 
slip-ons, in colors to blend with, or 
match, the light tones in the new 
shoes and hosiery. Each pair is 
packed in a plain waterproof pouch, 
which can be readily rolled up and 
carried in the handbag ‘twixt 
showers. These So-Lite rubbers, in 
variegated colors, are “the next 
chapter” in style to the colored rub- 
ber overshoes, of which many Pacific 
Coast merchants have bought goodly 
stocks. 


gh illustrate the prominence of 
rubber as a style fabric product, 
let’s take a look at our fashionable 
bathing beauty shown on this page. 
We note that her cape is embroi- 
dered in brilliant floral designs on 
a rubberized satin fabric. Her hat, 
with detachable fringed flange to 
protect her eyes from the glare of 
the sun and fringed to match the 
cape, is also of rubberized fabric. 
Her shoes are of rubber and rubber 


trim to harmonize. She is clad in try has 
rubber, according to the latest mode, ful adaptations of the sap 
from top to toe. American chemis- ruBber trees for 





Siete loaned by India Teubber World. 


The new rubber bathing sandals 
in bright colors to match the mode 
in fashionable bathing costumes, de- 


. signed for the Southland of Ameri- 


ca, or the Continent, form an im- 
portant accessory to the newest rub- 
verized fabric ensemble, known as 
“The Lady Edison.” ’Twixt dips, 
the fair lady may rest on the sand, 
free Pe RE A ny any interference from 
ol, lowering her ’ 


be 





truly wonder- 
uses. 


N this connection, it may be in 

order to mention the new process 
for plating by which any object or 
material may be coated with rubber. 
For instance, articles of any shape 
may be covered with a layer of rub- 
ber varying from a fraction of an 
inch to several inches in thickness by 
a new rubber-plating method recent- 
ly patented, says Industrial Engi- 
neering Chemistry, official organ of 
the American Chemical Society. 
This process is based on the electro- 
deposition of rubber. The patentees 
are Dr. Paul Klein of Budapest and 
Drs. 8. D. Sheppard and L. W. Eber- 
lin of the Eastman Laboratories of 
the United States. The magazine 
article says: “It is now possible to 
plate molds of any shape with rub- 
ber of tissue paper thinness to sev- 
eral inches thick. Rubber bands no 
thicker than: a thread have been 
manufactured here under the new 
process and have been found to be 
stronger than ordinary bands.” 


HE retail shoe merchant who 

features bright colors in bathing 
shoes can sell more pairs by giving 
them the right atmosphere. No mat- 
ter how small the shoe store, a cer- 
tain portion of the window can be 
profitably devoted to a display of the 
new colorful creations. The same 
may be said in regard to the colored 
rubber slip-ons. Try ‘em in the 
holiday gift display! 


ND here is a clever “stunt” that 
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It is a great stride from these mythological boots to our 
modern means of transportation—a still greater step in 
advance when we consider today’s highly organized 
forces for gathering and disseminating knowledge. 


Business papers are the Seven League Boots of Today. 
They overcome the obstacle of distance which, in the 
past, has been the cause of untold waste through 
ignorance and the lack of information. 


A.B.P. papers, as the one you are now reading, have 
been created by a business demand for a medium for 
the exchange of ideas—to help those engaged in the many 
phases of marketing. 


The editorial and advertising pages bring to your door a 
volume of reliable up-to-the-minute market, retail and 
manufacturing news—information on which to base 
sound merchandising policies. 


Read this paper regularly—it will pay you. 
THE ASSOCIATED BUSINESS PAPERS, Inc. 
Executive Offices: 220 West 42nd St., New York, N. Y. 











An association of none but qualified publications reaching the principal 
fields of trade and industry. 












The Boot and Shoe Recorder is a member of The A. B. P. 








December 4, 1926 BOOT AND SHOE RECORDER ts aes 








Giving Her Style 
Gets the Money 


Offer her the style she wants, and she'll 
find the price to pay for it. For good style 
moves more pairs than mere price can ever 




























hope to. 
Barbara Offer her the “Barbara”—different enough 

Rose Blush Kid, with to attract—stylish enough to lead. Squarish 
Blending Novelty Trimming. short vamp toes—octagon heels—delicate 
Shell Grey Kid, with Grey modish colors—everything! In designing 
Trimming. this. shoe I had the style-problem of our 
Abbo Patent, Trimmed with many customers in mind. 
Barrett’s Frog Grain. 

ABC Yours for more good style, 

$4.60 Gro. M. Rosen, Gen’! Mgr. 





“All that the price implies” 


No orders for less than twelve pairs 








MERCHANTS SHOE CO., 








Boston, Mass. 
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GIVE HEALTH 


The most valuable and least expen- 
sive holiday gift that you can make 


GG health as a Christmas present—to 
yourself, to every member of your family, 
and everybody in your community. You can! 
' Buy Christmas Seals. 

The work done by these tiny, mighty little 
seals has helped to cut the tuberculosis death 
rate by more than half. 

Seal every parcel, letter and holiday greeting 
with Christmas Seals. Give health—and feel 
the joy that comes with the giving of man’s 
greatest gift to his fellow man—healthy hap- 
piness now and for years to come. 


THE NATIONAL, STATE AND LOCAL TUBERCULOSIS ASSOCIATIONS OF THE UNITED STATES 
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REPCO STRETCHERS~ 


Standard Equipment 
In Every Good Shoe Store 


aes COMPLETE stock of Repco 
STRETCHERS is a distin<t asset 
to every shoe store. To have 
ig all sizes of stretchers is al- 
most as essential as a full run of sizes of 
a staple shoe. 

Many a new shoe needs a little easing 
out or breaking in to conform to the 
individual peculiarities of the buyer’s 
foot. The Repco SrreTcHeR saves the 
foot this inconvenience. The shoe mer- 
chant will find that the use of a Repco 
STRETCHER in a new shoe will give the 






Repco STrReTcHERs are 
made in nine sizes, from 
No. 000 to No. 6. Corn 
and bunion plates are sup- 
plied with every stretcher 


customer more initial satisfaction and 
promote quicker and easier sales. 
Repco SrretTcuersare carefully made 
of the finest of materials that can be put 
into this type of accessory. The wood is 
fully seasoned rock maple and the blocks 
are connetted by a strong steel hinge. 
The action of the stretcher is easy and 
dependable, made possible by the simple 
mechanism of a toggle joint and slow 
action thread screw. Arrows that get 
out of place or springs that weaken with 
use are absent in the Repco STRETCHER. 


Look over your stock of stretchers today. Let your nearest 
Finpincs DEALER supply the sixes you need 


United Shoe Machinery Corporation, Boston 


San Francisco Branch: 859 Mission Street 











J. K. Krieg Company, 39 Warren Street, New York City |} _ 
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What Do You 
About Shoes 


standard size lengths; etc., etc. 


207 South Street 


The chances are 100 to 1 that you'll find it in the fifth revised edition of the 


SHOE AND LEATHER LEXICON 


All the unusual terms used in the allied industries, as well as those in everyday 
use—defined and explained. And a wealth of other valuable material such as 
correct anatomical drawings of the foot; tables of foot and last measurements; 
standard carton sizes; systems of size marking; hosiery sizes; how to figure profits; 


An invaluable book for everyone connected with the shoe and leather industries. 


The Price Is Fifty Cents 
(Cash with Order) 


Boot and Shoe Recorder Publishing Co. 


Want To Know 
and Leather? 














Boston, Mass. 



















Strategically 
Located in the 
World’s Greatest Market 


More people live within 50 miles of this }\Z 
New York plant than the combined popu- 
lation of the seven next largest cities. 
Unsurpassed distributing facilities now 
to the entire Metropolitan area. Speedy 
deliveries will be further increased by the 
new Vehicular Tunnel and Electric Ferries. 
This plant has Hudson River frontage— 
free lighterage—private steamship pier— 
R.R. sidings connecting with 8 trunk lines. 
Floor space in units of 25,000 to 200,000 
sq. ft. Vacant land for separate plant, 
storage or expansion. Ready to move into. 
For sale or lease—all or part— 
land or buildings. 


HARRISON S.COLBURN CO. 


x 30 Church Street 
x i Gor New York \ * 
re A a 4S 
A Ci a79n% 









































APPROVED BY 
Bho sgn Doss 


venticarions Dlate, O% by ~"euainad your 


PATENTED PI — - 2188 
for immediate action. 
BURKLEY 
SHOE CO. 
1156 No. Main Street 


Brockton, Mass. 











100% PROFIT | 


A big percentage of your customers need arch 
supports. Woo alu ule @ handbouss geaitacling— 


Mayer's Corkushion cArch Supports 
Guaranteed to, quickiy relieve foot and fos 
metatarsal ee oak 

Corkushion with 
















three 
Write for itustrated, descriptive folder showing how 
appropriate these extra profits without adding to your overhead. 


MAYER ARCH SUPPORT COMPANY 
1809 Center Street Milwaukee, Wisconsin 
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Start the New Year Right 


and Set 100% Value 
from 
Your Display Windows 
in 
1927 
with the 


NEW 
IMPROVED 


RECORDER 
SHOW CARD SERVICE 


Orders Mailed Now Start with January Cards 


4 BEAUTIFULLY EMBOSSED ART 


LEATHER FRAMES (like above) 
oe ¢ 400 
8 CARD INSERTS EACH MONTH . Dey month 


50 BLANK PRICE TICKETS 






Double Service: 6 Frames and 12 Cards per Month - - $4.00 Per Month 








} ALSO 
COUPON THE RECORDER STOCK RECORD. BOOK 
Hoon 007, "130 West Madioon St. : FOR COMPLETE AND ACCURATE 
Please enter our for STOCK RECORD KEEPING 
cree ee me : 
to pay you $8.00 per month for this Mailed Postpaid on Receipt of 


service. 


We carry Men’s, Women’s and Chil- Your Check 
dren’s Shoes and Hosiery. 


(Cross out lines not carried). $ 

We prefer we (Grey) (Bronze) Mat 50 
board frames 

Letter our name on the mats as per 

copy attached to this coupon. 


eee ee ee ee ee 
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What Is Selling é 


82 BOooT 


Ci ed 


WHERE TO BUY 


Men’s Shoes 





® 
(P): A. PACKARD CO., Makers 
BROCKTON 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
BH. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers ef 


MEN’S FINE 
SHOES 




















at 
11 Seuth Stree: 


Co" /D>hoe Si 


FOR MEN act Tass 








HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


of 
SHOES and RUBBERS 
Every Wednesday and Friday 
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Left——-Here is the Castle model, reported by The Peacock Shop, St. Petersburg, as 
“going very well” at $10. 


Center—The Mozart oxford of ebony suede with black kid saddle and heel. Offered 
by Dewees, Philadelphia. 


Right—A sandal of blue in the line of Artcraft Shoes of Washington, D. C. 
The vamp is blue kid, the quarter is blue reptile grain. 


An Exclusive Recorder Feature Covering the Entire Country 


in a Telegraphic Style Survey, Giving Positive 
Information | 








HE Peacock Shop, St. Peters- 

burg, Fla., reports that the 
Castle model has not moved so fast 
as its predecessors in monthly style 
program of shoes. However, it is 
going very well. First half of No- 
vember shows black patent doub- 
ling all other leathers, with combi- 
nations preferred. Satins next and 
colored kid last. High heels, one 
strap and pointed toes favorites. 


H. FONTIUS, Los Angeles, 

@ Cal., states that as the char- 
acter of their business necessitates 
patterns which support the -foot, 
cutout lace effects have been un- 
usually good. Patent leather is 
particularly good in this style, but 
the blond and rosewood shades 
seem to be gaining. 


HE Kreeger Store, Inc., New 

Orleans, La., report that their 
Fontleroy model is the outstanding 
pattern in high grade welts. Wine 
patent leather with fantasy reptile 
trim is the leading combination. 


RICH’S SONS, Washington, D. 
e C., report their patent Colo- 
nials selling slow. Patent and 


black suede Colonials with high 
heels sold fairly well, but too late 
to buy more. Black and brown 
suede oxfords and straps selling 
well now. Small demand now for 
gray and blond kid. Black satin, 
silver and gold kid also selling well. 


MPERIAL Shoe Store, New Or- 

leans, La., report their spitfire 
model one of their successful sell- 
ers in patent leather and Abbo 
patent. Now selling quite a num- 
ber of oxford effects. Patent leath- 
er, black satin, brown kids, also a 
number of opera pumps. 


YCK BROS. CO. of Atlanta, Ga., 

report that their model ad- 
vertised Oct. 28 (pictured on page 
85), sold out complete in patent 
Abbo due to material. One and two 
eyelet ties, step-ins and high riding 
one straps, 19/8 spike heels in col- 
ored kid, reptiles and combinations 
in grades from $10 up, showing 
greater increase at this time. 


A MODE SHOES, INC., Los 
Angeles, Cal., report that their 
Regent and d’Orsay pumps are lead- 
ing the style in high grade shoes. 
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What Is Selling 








Left—Patent Colonial selling for $10 in Rich’s store, Washington, D. C. High 


heel Colonials 


selling fairly well, says report. 


Center——The Regent pump shown, plus the D’Orsay pattern lead the field in the 
sales of La Mode Shoes, well known Los Angeles store. 


Right—The Spitfire, a successful $7.75 seller in the line of the Imperial Shoe 
Store, Orleans. 








The materials are patent or patent 
combination first, and brown leath- 
er second for street wear. Satins 
and moire for afternoon wear. Sil- 
ver or gold kid for evening. 





AGE ALLEN & CO., INC., Hart- 

ford, Conn., report that on their 
model, pictured on page 85, they 
sold sixteen pairs the first day, 
eleven pairs the second day and 
three pairs the third day, seven 
pairs the fourth day. “We have this 
shoe only in patent leather,” they 
report. Pressed and assimilated 
leathers are quite popular, both 
-in oxfords and strap pumps. Some 
call for black and brown suede 
pumps, strapless. 


M. NANKIN, Miami, Fla., 
@ report their two tone one 
strap and oxfords have been selling 
very good. “We think our best 
sellers are Abbo patent and novelty 
oxfords and strap combinations 
trimmed with Abbo. Pastel leath- 
ers are now prevailing and coming 
in very strong. Leaving Saturday 
for St. Louis convention. Will buy 
only pastel colors. 


F. DEWEES, Philadelphia, Pa., 

¢ report their Mozart oxford 
selling very well. No mark-down 
on oxford. Entire models still very 
popular. Majority in Philadel- 
phia want Bay Spanish or Cu 
heel. Would say and 
brown suede very far 








WHERE TO BUY 


Men’s Shoes 








eS ne 


HAND TAILORED - 
HAND LASTED 


Bion F-RevnNo ios Cow: 
BROCKTON, MASS. 





























SNAPPY 
ACTION! 


STOCK DEPT. 5 


SNAPPY 
STYLES! 


“They've Got to Be Stctson 
Snappy” 


to Be 


THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 

























WHERE TO BUY 
Ballet Slippers 












present, with alligator and reptile 
shoe for sport. Black satin and 
silver kid for evening. 

ED TRUSSELL of Pollock’s of 

Greenville, S. C., in discussing 
current demand, remarked: “We are 
selling at present more pumps and 
straps than anything else, with 
high-heel patent leathers leading. 
Black suedes are becoming very 
popular and brown kids are selling 
well now. We are also selling quite 
a few cherry patent leathers and 
blue kids.” 





OLK’S of Dallas, Tex., reports 

that in men’s shoes medium 
dark tans have been selling well 
until very recently when a swing 
toward the lighter tans was noted. 
Fancy patterns not much in demand 
for business wear. Tans selling 
three to one over blacks and this 
store is not pushing blacks particu- 
larly at this time. Indications are 
that tans will continue favorites 
during the remainder of the win- 
ter. ; 


AIRD & COMPANY, Pittsburgh, 








and 


Tee: Child's $1.15; 
Women's 
_ Hard Teo: Child's 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


i eel 


IN STOCK 


sizes 2-11. Full 
sizes, including full 
lined pouch to match. 
Kid and Cabretta, 
$2.00 and $1.50, 
black, tan, brown, 
red and blue. 


Send for Catalog. 





THE DAVID SHOE MFG. CO. 
129 W. Central P’kway, Cin., O. 


BOOT 








aeiigsn Stover, aD 








The Quality 
Swan ShoeCo., Baltimore, Md. 








PARISTYLE FOOTWEAR MFG. CO., 1 


41-45 Washington Ave., Brooklyn, N 
New York Office, Room 1116, 1328 Bway 


HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 








Novelty Slipper Co. 
Makers of 


Boudoir Slippers of the 
Better Kind 


123-131 West 19th Street 
New York City 


PULLMAN TRAVELING sures) 
better"than ever in Quality and fit 
Trade Mark Piliman’ 


1, Owner’ oF 
MADE ONLY - paren 
GLAZE 
Colers—Bia iach A. "ineie 


full sizes 3 toil in Stock 


M. ,, GUSTIN CO. J 
_Dwisd 




















Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in m g immediate needs. 
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Left—-Two tone one-straps and two tone oxfords, offered by the Nankin Shoe Shop 
of Miami, Fla., are proving good sellers. 


Center—This is the Campus model, 


an evening slipper created by F. E. Foster & Co., 


Chicago, and made up in silver and gold brocade. 


Right—The Fontleroy is the outstanding dress welt pattern sold by the Kreeger Store, 
New Orleans. Priced eat $16.50. 





HE John Ward Store, Chestnut 

Street, Philadelphia, selling 
shoes for men at $7, $9 and $11, re- 
ports a definitely increased demand 
for the higher grade shoes, reflect- 
ing, in the opinion of Manager T. 
K. McKnett, the general prosperity 
throughout the country. He also 
reports a switch over to black 
shoes. Black, at the present mo- 
ment, is more in demand than tan 
or brown. 


HE Philadelphia store of J. & T. 

Cousins, W. W. Paxon, manager, 
reports also an increased demand 
for black. His guess is that many 
men have tired of tans and browns 
and are turning to their old favor- 
ites. 


RED S. STEWART CO., Atlan- 

ta, Ga., report that their plain 
toe oxford for men was not as good 
as they expected. The trend is more 
of a medium toe; colors slightly 
darker. Bluchers mighty good. 


HE Buffalo Hanan & Son store 

at 576 Main Street, reported the 
trade as follows: “In men’s shoes 
the color is quite evenly divided 
between tan and black with the tan 
in slightly higher favor if there is 
any difference. Broad toes pre- 
dominate in both the young and 
older men’s styles, although the 
very broad toe type, known as the 
‘balloon toe,’ is diminishing.. Low 
shoes are outselling the high ones 
by at least four to one. Plain styles 


are selling best in men’s shoes, al- 
though I think we may see the wing 
tip back next year. 

“I should like to add a word 
about golf shoes for next year. 
They will be trimmed much smarter 
than they ever have been and are 
going to be much more colorful. 
With the tremendous hold that golf 
has and is steadily increasing upon 
the American public the shoe men 
are just beginning to realize that 
golf shoes must be made as smart- 
ly as golfing hose and suits.” 


HICAGO—They’ve gone back to 
black shoes in Chicago. Black 
patent, black suede and black satins 
with a few iridescent patents to 
give color to the blackness. 

Black oxfords in patent and in 
suede with three and four eyelets 
and fluted edges. Strap slippers in 
satin and patent and suede with the 
scalloped edges trimmed with moiré 
satin or suede. 

Oxfords show the most original- 
ity and variety of patterns. Fancy 
ones with the style of the Southern . 
ties but fastened with buckle and 
strap across the instep with con- 
trasting saddle and tongues. Vamps 
remain singularly free of ornamen- 
tation the smooth, un- 
broken line of the foot seeming to 
be preferred. Quarters are not so 
fortunate. Decoration of contrast- 
ing leathers and perforating here 

. . With heels often in some 
different shade of leather. 
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What Is Selling 















Left-—Yhis model was first advertised in cherry patent at $8.50 and is now sold 
out complete. Byck Bros. Co., Atlanta, Ga. 
Center—C. H. Fontius of Los Angeles, reports that this Farrar model has been 
unusually good. It is a style orthopedic pattern. 
Right—The Barcelona, in patent, sold up to 16 pairs the first day in the store of 
Sage-AMllen & Co., Hartford, Conn. 
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HE Spence Shoe Company, 

Knoxville, Tenn., is featuring 
the abbo or cherry patent in the 
shop known as the Spence Booterie, 
which handles only women’s shoes 
and in the higher priced models. 
This abbo patent is going very 
good, both in the pumps. and ties. 
However, patent leathers are far 
in the lead and the greatest de- 
mand in this shop is for plain 
shoes. The d’Orsay and vupera 
pump in the patent and the strap 
slipper are~all popular numbers 
with the preference always for the 
shoe without trimming. Mr. Erwin, 
manager of both the Spence Shoe 
Company and Spence Booterie, pre- 
dicts a popularity for the pecan 
shade in No. 8 colored kids with 
the 14 to 20/8’s heel. This latter 
shoe is one of their newest models. 
To date there has been small de- 
mand for velvets, but Mr. Erwin 
believes the next two months will 
show a better sale for this shoe. 
Black kids in the plainer pattern 
are selling well, particularly in the 
strap style. An all-moiré strap 
pump and the satin and moiré 
combined are having a good season. 
The Spence Shoe Company, which 
handles men’s, ladies’ and chil- 
dren’s shoes, are meeting an entire 
change in men’s shoes. Ninety per 
























cent of the shoes sold to. men in 
the past seasons have been in the 
different grades of tan, but black 
calf skin are coming in strong now 
with a steadily increasing popu- 
larity. 


H G. BROWN; manager of the 
@ shoe department at The Hig- 
bee Co. store, Cleveland, Ohio, 
states that they have had a big sea- 
son on genuine alligator. Black 
patents are selling as well as ever, 
while satins show increased sales. 
The call for rhinestone and cut- 
steel buckles is still heavy. 

New shoe items are advertised 
every week at The Higbee Co. store. 
Evening slippers in many styles 
and designs have been featured 
during November. Sales are in- 
creasing in this line. Tan Tweedie 
boots, which were recently brought 
out, have proved to be good sellers. 

Mr. Brown says, that from all 
appearances, colors will be in big 
demand during. the spring months. 
Seasonal items are displayed well 


in advance in The Higbee Co. shoe : 


department. 
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WHERE TO BUY 


Women’s Novelties 





KKM NMMM MY, 


CHERRY PATENT! 
Latest in Novelty footwear 
at pre-inventory prices. 


Silent Salesman is ready 
—aAre you? 


Samuel Cohen Shee Co. 
72 





) Latest Styles at 
Popular Prices 
s in Stock. ~ 

ST.~NEW YORK CITY 
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WHERE TO BUY 


Shoe Ornaments 


A A er 





MAZER BROT. 


Newest Importations 
Cut Steel and Rhinestone 
SHOE 


ORN, 
Studded Heels 
6°8W32ndSt.New 





OO 


WHERE TO BUY 
Children’s Shoes 


SO ae re 


“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CoO. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 




















WHERE TO BUY 


_ Store Fixtures 
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WHERE TO BUY 
Standard Shoe Materials 


I ee 


est Virginia 
More dependable than ordinary leather for 
Counters and Innersoles. 


WestVirginiaPulp& PaperCompan 
estVirginiaPu ‘aperCom 
Botets New York gto ’ 

















T. W. Godsoe, Pres. F. E. Jones, Treas. 
W. G. Donald, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 














The One 
W ate rproof 
Leather That 
Takes and Re 
tains a Polish 

CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston. Mass. 

















Colored 
Chrome 
: Sides 


Beggs & Cobb, Inc., Boston, Mass. 
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WHERE TO BUY 


Miscellaneous 











America’s Favorite 


Restores Color 

Preserves Leather 

Beautifies Footwear 
Makes Ol Shoes Look New 
THE NU-SHINE CO. ¢ 
Mkt. St. Reidsville, N. C. 











ATLANTIC PRINTING CO. 
Producers of Distinctive 


Shoe gues and 
Shoe Booklets 
201 South Street Boston, Mass. 





Telephone, LiBerty 8673 
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What Is Sellin 





Left—A Haig last model popular at $14 with reverse welt featured ~ Wyman, 
Baltimore, 


Center—Stewart of Atlanta says wide, plain toes not so good as medium toes, 
Right—The “Yegg-Man” last featured at $6 by the Watters Sterling Shop in 
Washington, D. C. 








black, fawn, and gray, while kids 
came in beige and gray. A grain 
calf trim sets off these new items. 
They are equipped with quick ad- 
justable lacing effect and retail at 
$6 and $11. 

Sales were tabulated immediately 
after the leggings were introduced. 
During the first week, between 50 
and 60 pairs were sold. They are 
going strong at present. 

According to F. W. Barr, as- 
sistant manager of the shoe depart- 
ment, recent snows have brought 
out the shoppers and increased 
sales considerably. Since the first 
snowstorm, zipper arctics have been 
selling big. Low ankle height 
slippers have received a big call 
lately. Mr. Barr looks for in- 
creased sales for evening slippers 
from now on. 


ACK CORCORAN of the Panor 
Shoe Company, Des Moines, 
Iowa, is of the opinion that colored 
kids will be the best bet for the 
spring season. In fact, he has 
found them a very heavy and early 


' seller; the prevalent colors at this 


time being Spanish Raisin and 
Cherry Red Patents in Colonial 
style. Some of the other colors 
which they expect to be big sellers 
for spring are Rose Blush and Shell 
Gray. 


HE Arant store, Des Moines, 

Iowa, in which is featured 
ladies’ $6 and $7 shoes, is sell- 
ing lots of patents and satin 
pumps, with buckles separate. They 
are also having a good trade in eve- 
ning slippers. 

In their Northern stores, they 
are selling hundreds of pairs of 
sliding gaiters, and as for the Cam- 
bridge Rayn Boot in gray and fawn 
colors, the sale is enormous. 

W. L. Arant, who is at the head 
of the Panor Shoe Company, is also 
the vice-president of the Des 
Moines Shoe Retailers’ Association. 


LACK is the outstanding shade 
in women’s shoes, according to 
managers and buyers of leading 
stores in Baltimore. Black suedes, 
black satins and black patent 
leathers are leading all others. So 
pronounced is the demand for and 
the popularity of black in suedes, 
patents and satins, that the man- 
agers and buyers of the stores in 
this city are virtually unanimous in 
characterizing this season a black 
season! 
In the majority of the leading 
stores, black suedes lead in demand, 
while in some satins are reported 


a little stronger than suedes, with ~ 


patent leathers running a good race 
with suedes for second honors in 
the popularity contest. 


December 4, 1926 
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Southwestern Retailers Hold 
Real Merchandising Meet 


to unbelievable proportions,” said 
Mr. Adler. “You can double your 
men’s business without fighting 
your competitor by getting more 
shoes sold to your own customers 
and by. making them more shoe con- 
scious. 


bgt Sees are unlimited possibili- 
ties in the men’s shoe business, 
and the surface has, to date, not 
even been scratched. The average 
man buys approximately two pairs 
of shoes per year and has too few 
shoes in his wardrobe, while charm- 
ing woman has a wardrobe of shoes 
to match any outfit. 


~ “We shoe men know that quality 


and wear are first considerations, 
and it is up to each and every one 
of us to teach and educate the men 
of this country to know that it is 
necessary to change one’s shoes 
more often for cleanliness and foot 
comfort. It is a known fact that 
most men wear shoes until they are 
completely worn out. If the outside 
of one’s shoes show the wear and 
tear they have received, just imagine 
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[CONTINUED FROM PAGE 54] 


what the inside must be, and if the 
inside is only half as bad as the 
outside appears, how unsanitary and 
unclean many men are. There are 
very few exceptions to this, and 
what is more necessary than trying 
to sell more shoes because shoes are 
just shoes and protect your feet 
from the elements is the fact that 
men should have more pairs to pro- 
tect their feet from the far more 
dangerous elements that come from 
the inside. The acids that are 
thrown off from the body through 
the pores are detrimental to health, 
and if the body sees fit to throw off 
these acids, then why should we men 
not see fit to assist the human body 
by changing one’s shoes more often 
and not wearing a pair that carries 
around something which our body 
does not want? 


bd TH the putting over of this 

health and sanitation idea, 
we must bring out style shoes for 
men so that when a man does change 
his shoes he will put on a distinctly 
different looking pair. He will not 


Flashes From the Style Pageant 


[CONTINUED FROM PAGE 55] 


and Al Farrar were impresarios of 
the performance, 

Mildred Unland did a splendid job 
in producing the pageant. Each per- 
formance of the shoe pageant was 
opened with an address of welcome 
by an important member of the in- 
dustry. The following manufac- 
turers were speakers: Maurice 
Wright, W. M. Sloan, Frank C. 
Rand, John A. Bush and J. T. 
Pedigo. 

Big operators were in evidence 
during the convention. A few were 
Nankin of Miami, the entire Geuting 
Stores buying staff, A. H. and Will 
Geuting, also Maurice. Yoskins of 
Philadelphia, Jesse Adler of New 
York, Frank Meyer, Danville; Le 
Roy Stevens, Ottumwa, Iowa; Harry 
Fontius, Denver, Colo.; C. H. Reid, 


Abilene, Kan.; Harry Hahn, Wash- 
ington, D. C.; Reuben Stiefel, Mem- 
phis, Tenn.; A. J. Kempner, Little 
Rock, Ark.; Jess Byrn, Kansas City, 
Mo., and many others. 

A few pairs of calf shoes were 
seen on the runway. It is predicted, 
however, that these contented cows 
will be left alone for spring. . . 


sizes. . . Gold four-leaf clovers 


171 
if 
| 























































only be more comfortable through 
this change, but his feet will look 
pleasing and different. 


66 IVE men style shoes, but not 

freak shoes, and for the com- 
ing season there seems to be a ten- 
dency toward shoes of alligator and 
simulated leathers. Men are going ~ 
to wear doggy, dolled-up shoes for 
spring, and they are going to be 
better shod than ever before, so let’s 
all go to it and help along in what 
will mean more pairs of men’s shoes 
for the men’s shoe department. 

“I am not suggesting that you 
shoe men buy crazy styles, but I do 
say buy good, sensible-style mer- 
chandise. In buying for spring, it 
is advisable to figure how many 
pairs of shoes you sold last spring 
and add to this your normal in- 
crease in pairs. Then figure what 
your normal needs will be far enough 
in advance so that you will have 
your shoes coming to your store 
about as fast as you will need them. 
If you kick and complain, you will 
always have rain, while the other 
fellow has the sunshine.” 


Color— 
All Important 


[CONTINUED FROM PAGE 35] 
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The 
“Boudoirs” have become the united 
and accepted trade terms for the 
highest grade hand-turned bed- 
room footwear on the market. 
Stores which refuse to sell any- 
thing but the best, sell 
Greeleys. Do you sell them? 
Have you written us for 
prices and samples? 


A. W. GREELEY 


Manufacturer 


Haverhill Mass. 


words “Greeley” 





















Officially adopted 
the Interna- 
ional Association 
of Masters of 
Dancing. Made by 
master craftsmen 
of the finest ma- 
terials and with 
superb fittin 
qualities an 
strictly bench 


(Patent Applied 
For) to use for 
practice. 


Send for Samples. 
We advertise your territory 
for you. 


304-300 W.42n 
New York. 
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VANITY 


Brooklyn Specialists 
in SHOE ORNAMENTS 











MANUFACTURERS! 


The VANITY Line for Spring 
Is Now Ready 


T is to your advantage to get our 
samples now and show them on 





your newest Spring Styles at The 
Chicago Style Show. Vanity orna- 
| ments add beauty to your shoes and 
make them more salesable to the re- 
tailers who know our ornaments and 
want them. 


Ask for Samples 


THE VANITY NOVELTY WORKS 
1261 Atlantic Ave. Brooklyn, N. Y. 




















IN STOCK 


Rhinestone Trimmed 
Pump Straps 





IN PATENT, SATIN AND COLORED LEATHERS—$9.00 
PER DOZEN PAIRS. ALSO IN PLAIN PATTERNS AT 
LOWER PRICES. 


Laing, Harrar & Chamberlin 
43 N. THIRD STREET 
PHILADELPHIA, PENNA. 











Brooks ToE SLIPPERS 


TOE SLIPPERS 
BOX TOES 
618 BLACK KID 
Women’ 8 2% to 8 $2.80 
Child’s 6 to 11 


No. 608 
PINK SATIN 


Women’s 2% to 8 $3. 
Misses’ 11% to2 3.35 
Child’s 6 to 11 3.30 


Ee ae wae we oe Oe ened ae © 


) 
»~ 535 No. < Stret t ade 












The Difference 
Between Turns and 
McKays 


This is only one of the sub- 
jects discussed in a 16-page 
booklet—just off the press. In 
addition to telling how turns 
and McKays are made, there 
are, also, chapters on the welt 
and stitchdown processes. Ac- 
curate and authoritative. We 
vouch for it. 




















25 cents per copy 
(cash with order) 


Boot and Shoe Recorder Pub. Co. 
207 South St. Boston, Mass. 
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The Business Barometer 





Business Changes 


LOVELAND, CoLo.—Munsell Nu Wae 
Shoe Co., shoes, incorporated with au- 
thorized capital of $10,000. 

New Haven, ConN.—Benjamin Bern- 
stein (Est.) (723 Grand Ave.), shoes, 
reported closed out. 

Cuicaco, Inu.—J. Grotch (3353 Lin- 
coln Ave.), shoes, etc., reported suc- 
ceeded by E. Bloom. 

PROPHETSTOWN, ILL. — Harry H. 
Waxberg, shoes, etc., reported closed 
out. 

GREENSEURG, IND.—Howard W. Beck- 
man (Beckman’s Bootery), shoes, re- 
ported sold business here to Horuff & 
Co. of Indianapolis—now in trade at 
Richmond. 

RICHMOND, IND. — Meyer Drebin, 
shoes, succeeded by Cut Rate Shoe 
Store, Inc. 

MANCHESTER, Iowa.—A. F. Mavis 
(The Bootery), shoes, reported suc- 
ceeded by C. E.. Swartz. 

Boston.—Ernest Nowak, Inc., leather 
incorporated with capital of $50,000. 

Dorothy Ross (wife of Benj.) (1253 
River St.), shoes, filed married wom- 
an’s certificate. 

BrockTon, Mass.—Howard & Foster, 
Inc., shoe manufacturers, incorporated 
with authorized capital of $150,000. 

LAWRENCE, Mass.—Leo Katz, Inc., 
shoes, incorporated with authorized 
capital of $10,000. 

LOWELL, Mass.—United Shoe Co., 
Inc., shoe manufacturers, recently com- 
menced business here. 

LyNN, Mass.— Century Shoe Co., 
shoe manufacturers, incorporated with 
authorized capital of $50,000. 

Butte, Mont.—M. Goldstein, shoes, 
reported sold out to Thos. H. Wilson. 

BUCHANAN, MicH.—James K. Rou- 
selle, leather, incorporated with au- 
thorized capital of $30,000. 

Morristown, N. J.—R. Martinelli (4 
King St.), shoes and repairing, re- 
ported left town. 

New Brunswick, N. J.—Samuel 
Klein (22 Church St.), wholesale shoes, 
moved headquarters to 127 Duane St., 
New York City. 

BROOKLYN, N. Y.—Louis & Abe Har- 
is (“R. & H. Bootery”) (7819 Myrtle 
Ave.) (Glendale), shoes, reported store 
empty. 

New York City.—aAlbert Alexander 
(4545 White Plains ‘Ave.), shoes, re- 
ported selling or sold out. 

Carry Bootier, shoes, etc., recently 
incorporated. 

Custom-Made Shoes, shoes, etc., re- 
cently incorporated. 

Samuel Klein (127 Duane St), 


wholesale shoes, recently moved head- 
seestets here from New Brunswick, 


York Leather Co., jobbers of shoe 
and upper leathers. reported increase 
capital from $10,000 to $50,000. 


Cinner & Cooperman, shoes, etc., in- 


corporated with authorized capital of 
$10,000 

CAMDEN, N. J.—Morris Silverstein 
(661 Ferry Ave.), shoes and repairing, 
reported sold out to Theo Hyk. 

WAYLAND, N. Y.—Rocker Clothing 
Co., shoes ete., incorporated with au- 
thorized capital, $10,000. 

NAPOLEON, OHIO.—L. L. Fisher, 
shoes, etc., reported left town. 

NEW PHILADELPHIA, OHI0.—Louis 
Newpoff, shoes, etc., reported moved 
from.122 W. High St. to Millersburg, 


Ahead 


The number of failures, 
and embarrassments in the 
shoe, leather, and kindred 
lines in the United States 
and Canada, as shown by 
the Shoe and Leather Mer- 
cantile Agency's semi- 
weekly reports, specifically 
mentioning shoes and 
leather, for the week end- 
ing Nov. 27, and reported 
by us in these columns, 
are a few less than those 
of the preceding week, or 
21 against 24; there were 
also fewer failures than 
for the preceding week, 
which registered 26. 


According to the best 
writers on economics, pres- 
ent trade conditions are 
satisfactory. During the 
past two years, merchants 
and manufacturers have 
conducted their operations 
with caution. here are 
no weak spots visible on 
the horizon and business 
is likely to pursue its 
present stability. A record 
Christmas trade expected, 
with current trade volume 
ahead of that for the cor- 
responding period of 1925. 


\D 








Siecte she 
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DUNMORE, PA.—Jacob Oran, shoes, 
reported sold out. 

ZELIENOPLE, PA.—Lusk & Burr, 
shoes, etc., dissolved partnership—suc- 
ceeded by W. F. Burr. 

Clarksville, Tenn.—L. A. Pennebaker 


has been reported as having 
sold out to the Street 

Store. The are that, in 1925, Mr 
Pennebaker o 


to Davis and Poster. Mr. 
continues to operate the store on 
Franklin Street. 


Business Reverses 
Cuicaco, It.—Sigele & Friend 
4257 Archer Ave. and 8457 Burley 
ve.), shoes, reported petitioned into 

bankruptcy. ‘ 
E.porapo, ARK. — Levinson’s Chil- 


/ 


nah, Ga. 
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dren’s Store, shoes, reported receiver 
appointed. 

INDIANA Harsor, IND. — Barney 
Berkowitz (3213 Block Ave.), shoes, 
ete., reported offering to compromise at 
25 per cent. 

GEORGETOWN, Mass.—Robinson Shoe 
Co., shoe manufacturers, reported offer- 
ing to compromise at 25 per cent cash. 

GLOUCESTER, Mass. — Emanuel A. 
Perry, shoes, reported offering to com- 
promise at 20 per cent. 

HAVERHILL, Mass. — M. Garbelnick 
Shoe Co., women’s shoe manufacturers, 
reported offering to compromise at 25 
per cent at once—asking extension of 
18 months on balance of account. 

LYNN, Mass.— Gardner & Parker 
Shoe Co., Inc., shoe manufacturers, re- 
ported offering to compromise at 380 
per cent. 

BALTIMORE, Mp.— Meyer Goldberg 
(Goldberg Family Shoe Store) (117 
Laurens St.), shoes, reported receiver 
appointed. 

Sepatia, Mo.—Pollock & Hirsh Co., 
Inc. (“National Clothiers Co.”), shoes, 
reported petitioned into bankruptcy. 

Derroir, Micu.—Arnett & Son 
(Hamtramck) (9809 Jos. Campau 
Ave.), shoes, reported petitioned into 
bankruptcy. 

CALUMET, MicH—W. H. Hocking 
(“Tog Shop”), shoes, etc., reported 
offering to compromise at 30 per cent. 

NEwaRK, N. J.—Samuel S. Solomon 
(Branch Union City), shoes, reported 
meeting of creditors scheduled. 

PLEASANTVILLE, N. J.—B. Shapiro 
(Mrs.), shoes, reported offering to com- 
promise at 25 per cent. 

New York Crry.—lIsidore Kaplan 
(3781 Third Ave. and branch), shoes, 
reported petitioned into bankruptcy. 

Richman Bros. (140 W. 116th St.), 
shoes, reported petitioned into bank- 
ruptcy. 

Vincent’s Boot Shop, Inc. Gs St. 
Nicholas Ave.), shoes, reported peti- 
tioned into bankruptey—reported re- 
ceiver appointed. 

CoLumBus, OHI0.—B. Sobel (283 N, 
High St.), shoes, etc., reported receiver 
appointed. 

HazLeETon, Pa. — Jacob Klemow, 
shoes, reported petitioned into bank- 
ruptcy. 

PHILADELPHIA, Pa.—Henry W. Derby 
Co. (37 S. 18th St.), shoes, reported 
petitioned into bankruptcy. 

PirrspurRGH, Pa. — Jos. Grazino, 
shoes, etc., reported receiver appointed. 

Batessurc, S. C.—J. Frank Griffin, 
shoes, etc., reported petitioned into 
bankruptcy. 


New Shoe Stores 


Lester’s Men’s S 
shoe 


N. Bryor Sty tlanta, Ga., 


el Shoe Store, 1452 Hancock St ae ‘3 


bake <a 


posers Richmond 
Morris Fisher (Fisher's 
Footwear), Sear 


Bie 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACB 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7c per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 
Copy, sans be canived 96 the Bow and vase See arg Miyan: Ray prem dpener 
advertisements be 


on Monday of the week of 
Otherwise insertion will be put over to the 


a re 





following week’s issue. 
When advertisers desire answers to 


Payment in advance is required, except when 
advertisers, as amounts are too small to open accounts. 


in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address, 
each word of their address must be counted 
vertisement and paid for accordingly. 


published same week. 
come 


z 
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: 























SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 











WANTED—Salesmen with Following 


Liberal commissions and wonderful proposition for live-wires of proven ability. 
Snappy line women’s McKay novelties. 
References must accompany application. 


Output three factories at our disposal. 
Address C-504, care Boot and Shoe 





Recorder, 207 South St., Boston, Mass. 
wo 








Salesmen Wanted 


Real live-wire shoe salesmen with 
an established trade in the follow- 
ing States: Alabama — Arizona — 
California — Colorado — Indiana — 
Minnesota— New Mexico — North 
and South Carolina—Penna.—North 
and South Dakota—West Virginia 
—Wisconsin—Wyoming. A com- 
plete line of women’s medium- 
priced real hot novelties all in 
stock. References must accompany 
applications. Liberal commission, 
and wonderful opportunity for right 
men. Address C-500, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 


SHOE SALESMAN 
Experienced, Wholesale 


One of the largest men’s shoe 
manufacturers. We will pay real 
money to real salesmen. Show 
us a record and we will pay you 
what you are worth. We want 
the best and are willing to pay 
for it. Replies held strictly con- 
fidential. Address C-474, c-o 
Boot & Shoe Recorder, 
South St., Boston, Mass. 














Experiented Shoe-Sal d 
to sell highest grade ladies footwear (Fusteten 





pany the traveler ip i=. his first trip. 
“Give full information, references and salary 
ew details expected. 
Address F. D. 294 ¢/e Rudolf Mosse, 
fn A Tag ‘Frankfurt a/M. (Germany). 











EXPERIENCED salesmen to carry exclusivel 
the snappiest and best value line of c 
dren’s Stitchdown shoes, oxfords and straps 
the country. Want men well acquainted with 
the trade, who can show us by past experience 
that they are go-getters. Drawing account and 
traveling expense to apply against commission. 

en to cover two or three States desirable. 
Give references and all details in applying. 
Address C-479, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





SUCCESSFUL Western Manufacturer operat- 
Ng moe Factories on Men’s, Boys’ and 
Youth popular Farag Dress Welts and Work 
hoés, with In- Department, has impor- 

tant territories open for real producers with 
good following. ine making big hit. State 
pin ge covered, sales record for past two 
also references. Applications confiden- 
a Address wn care Boot and Shoe Re- 
corder, 189 Madison St.,. Chicago, IIL 





pers OPPORTUNITY for aad ge yen 
salesmen with established trade to 
sell our popular priced line of of Felt, Leather 


and Satin ott sole slippers. Commission basis 





SALESMAN WANTED for the State fd Ohio 
resident of Cleveland ferred sell 
Novelty line of Infants’, Children’s ey Misses 
Turns and Welts. Reference — accompany 
3 plication. Address C-508, ~~ and 

Recorder, 207 South St., “Tan, Mass. 


Pa tae SAL esmAy WANTED 
SELL RUBBER FOOTWEAR IN 





ambitious and _ well inted with the trade. 
those with the of references need 
Mi fr, interview. ome Mid John 


apply. ° 
NVER RUB- 
BER oSHOE = COMPANY, 5 MALDEN, MASS. 








POSITION WANTED 





(COMPETENT and aggressive shoe executive 
desires connection with live chain store 
organization, 12 years’ experience buying 3 and 
general lines. Write me. ip 
600 Monroe St., wy West Side, Mich. 


pp bal yal WANTED—Salesman 37 

id with following in New England > 
ccna 14 years’ a - rience with same 
company. Can oe lent sales record. 
Dealvein of making a chan; i ae Ist with 

a reliable manufacturer, 

Boot and Shoe Recorder, Rac South St. Bos- 
ton, 








ME: MANUFACTURER—I am geating a 
change. Can sell either Men’s, Ladies’ or 
Misses’ and Children’s shoes. Line and prices, 
also standing of maeeiamarer must be right. 
Now traveling Texas, Oklahoma and 

dress care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


j 


S UCCESSFUL ma: r and shoe buyer for 
15 years of ladies children ’s, men’s and bo 
shoe departments wants to a oan = or 
personal reasons. Increase volume pr 

with turnovers showi good net profits. 
Knows minute details of shoe manufacturing, 
character of lasts, gradi of materials, figur- 
ing cost of patterns, blending of materials and 
familiar with all shoe markets as to grades 
of product and scale prices. 

of sales force and ex stock systematizer. 
References furnished from present and past 
employers as to ability and c Address 
C-498, care Boot and S Recorder, 207 
South St., Boston, Mass. 


WANTED POSITION as Manager of shoe 

=: — by young ye a man 
now emplo: as assistant manager of aggres- 
sive shoe store. Address C-501, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


MANAGER of large family shoe store desires 
position. Thoroughly experien 

lent references furnished. Available Jan. ist. 
Address C-507, care Boot and Shoe der, 
207 South St., Boston, Mass. 


ype ype” sales executive, at present en- 
gaged, 9 seeks new connection with first class 
shoe References, communications con- 
fidential. Handled sales totaling five million 
dollars per year. Address C-497, care Boot 
and Shoe Recorder, 207 South ‘St., Boston, 

















AGENCY WANTED 








WELL-KNOWN FIRM 
OF BRITISH SHOE 
FACTORS 
with large Warehouse in Leicester, 


which is the centre of the Chain 
Store Warehouses, are open for 


SOLE 
DISTRIBUTIVE 
~ AGENCY 


of Well-Advertised Brand of Boots, 
Shoes, Slippers, Rubbers, etc., for 
the whole of Great Britain. Over 
5,000 active customers, with whom 
business can at once be i 

Good opportunity for American 
Firm desiring to fix up with well- 
established firm of repute. 


Inquiries in first instance, in strictest 
confidence, to 


-473, Boot and Shoe " 
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AGENCY WANTED 


MERCHANT NEEDS 


MERCHANT NEEDS 





D/STRIBUTIVE AGENCY WANTED. Shoe 
or rubber footwear on consignment wanted 
by two young men financially responsible, best 
references furn exverienced in shoe and 
rubber footwear. Wouk. like to connect, with 
a concern to m an agency Boston 
for New England Trade. Address C-512, care 
Boot and hoe Recorder, 207 South St., 
Boston, Mass. 4 








HELP WANTED 


ALES MANAGER WANTED—Middle aged 

experienced salesman and salesmanager with 
experience in ladies’; misses’ and children’s Mc- 
Kay shoes. One knowing styles, lasts and gen- 
eral experience of shoe manufacturing busi- 
ness. Must be able to handle road 
and stock department. Give age, experience, 
references and salary expected. Apply in own 
hand writing. C-481, care Boot 3 Shoe Re- 
corder, 207 South St., Boston, Mass. 











LINE WANTED 


ANTED—Manufacturer’s line * snappy 





women’s novelties to retail at $4 to 4 
for Eastern Pennsylvania terri . Prefer with 
stock proposition. Have established trade and 
wide acquaintance. Capable to produce with 
the right line. Also could handle a men’s line. 
Address C-510, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





WANTED—Manufacturers line of snappy 
Women’s and Men’s shoes on to 
retail from $4 to $6 for State of Iowa, from 
Jan. ist. ave established trade. Address 
C-511, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





EXPERIENCED Shoe Salesman open for 
reputable line January Ist for Minnesota- 
Iowa territory. Address C-509, care Boot and 
Shoe Recorder, 207 South St., Boston, 





LUNE of Ladies’, Men’s or Children’s shoes, 
any make, wanted for New York, New 
Jersey, and Connecticut States, to sell to 
retailers or jobbers, 14 years’ shoe experience 
as manufacturer and salesman. married and 
33 years of age. Can furnish A-1 references. 
What have he to offer. Address C-502, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, be 





LINE WANTED; a non-conflicting, 


bei ganized by ra im well 
ng or; 

and “ wwereity known in that market. Refer- 
ences ; communications confidential. 
Address C-496, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








FOR SALE 


SHOE store in Central Pennsylvania city 
AE ae wy for - Gross around Loo ype 

esta’ over rs; maki good 
rofit; reason for qulllen--cwaer died. Details 

| the eo “Tgabeamens Realty Company, 
i a. 








SHOE Store: established near Los 
Angeles. Rent $125 monthly. Stock $9,000. 
Fixtures $1,500. Good opportunity practi 
shoe man. Address C-506, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


B 











FOR LEASE 

















pair 





No. 512 


151 Vanderbilt Ave. 





Genuine Cut Steel Buckles 


A wonderful buy for the money. 
High-grade imported merchandise. 
7Se per pair while they last. 
Four other numbers at same price sent on 
approval. Also nice assortment at $2.00 per 


and 75e per pair of 
BUCKLES. Sample Assortment sent on 


request. 


WAVERLY SHOE TRIMMING CO., Inc. 


BEADED 


Brooklyn, N. Y. 








Maker 
Money 


for the Dealer 


Improved Featherweight 
ICE-CREEPER 


CHURCHILL MFG. Co. 
278 Thorndike Street, 
Lewell, Mass. 





ST. LOUIS 
St. Louis’ Largest Hotel 


Everything to make your visit 
mostenjoyable * * 7 7 #* 


- La i 1 
Late his Lindell Deuerond 
(from $3.00 up) * ¢ + * 
Three dining rooms and a coffee 
shop, (one to suit every mood) 
Herbert Berger's Victor Recording 
Orchestra, (none better) * * 
Just a step from the theatres, 
(ideal in convenience) * * *¢ 


A hotel truly metropolitan in ap 











































Sell Us Your Left Over 


New Yorx Export Purcwasine Coar. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 

















STORE SUPPLIES 






























MERCHANT NEEDS 









— WINDOW 
DISPLAY FIXTURES 


SEGALLé SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


a BUSINESS GETTERS 











SEND FOR CATALOG 





we 


l LABELS 
|] SHOE CARTONS 


it EXCLUSIVE BUT NOT EXPENSIVE 
| SAMPLES UPON REQUEST 


FRANK C. MEYER Cowwe | 
Pett tar eT 
263-271 LEXINGTON AVE , BRODKLYN. NY. 
AMERICA'S GREATEST 
SHOE CARTON & LABEL MFCS 











Milbradt 
Ladders 


=| made for 40 yearr 
by the origina] in 
ventors. 

Made in all style: 
to suit any shelvin. 
condition. 

Get our price befor: 
placing your order 










er eS ae ee ee 
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I 


Hit 


at 
Tout 


rz 
=f _ Milbradt 

=| Manufacturing Co. 

f} 2416 No. 10th Street 

— ST. LOUIS, MO. 











LABELS 


The DISTINCTIVE and 
PERMANENT MARK 
E.H.KLUGE 
WEAVING CO. 


IW 4 
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Castor Oil 


Most Ill Temper Is Due to a Lazy 
Liver and Oil Should be the 


> Standard Remedy for Frowns 


ILL ROG- 
ERS, the 
lasso comedian, 


tells how the Fas- 
cisti under Musso- 
lini administered 
castor oil to cer- 
tain Italian 
grouches during 
the struggle 
against Bolshev- 
ism. When they found a man who 
was opposing the government, agi- 
tating, or doing other unpleasant 
things, and he was too old to be 
batted on the head with a pick han- 
dle, they gave him a large dose of 
castor oil. If he was too young to be 
punished he got it just the same. 
It was effective. It stopped the 
grouches, for that is all an agitator 
is, after all. 

A long time ago I knew a shoe 
merchant who had a way of watch- 
ing his salesforce for signs of 
grouchiness. When he saw one of 
the boys or girls with a frown, or 
puckered-up face, he sent them out 
for a walk around the old public 
square. In almost every case the 
afflicted one came back into the store 
with a smile on his face. If it failed 
to work, the merchant would say: 
“Go home and take a dose of calomel, 
and don’t come back here until you 
feel more cheerful.” He knew that 
a frown on the face of a salesperson 
was a bad thing for the store. It 
was like a rotten potato that spoils 
a whole barrel of good ones. Frowns 
are contageous. ‘Smiles are catch- 
ing, too. Better have a store catch 
the smile habit. 

In almost every case of grouch I 
ever knew the liver was responsible. 
The man, or woman, who comes into 
the store in the morning with a bad 
case of blues, or downheartedness, is 
suffering from a lazy liver. The 
sufferer should be pitied rather than 
censured, but he should be quaran- 
tined. He should not be permitted 
He may not 
impart his bad liver to others, but 
he will spread his grouch all over the 
place. Send him or her home for a 
dose of castor oil. 

Right now, boys and girls, I want 
to caution you about this thing of 
grouching. Left to run its course, 
it becomes chronic and ruins you for 
life. You become a soured, wrinkled, 
hateful person. Everyone shuns 
you. You fail in the pinch. You 
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CONT SAND! 


Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catatog 


Tug Onnen Co 
tiw. FOVeRTs $v. 
SINCINNAT?I, O 
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cannot get your stuff over. Cus- 
tomers dread to have you approach 
them. Your pay envelope shrinks. 
Finally you are classed as a dead one 
and out you go! 

Believe me, I know. I was in- 
clined to be off my feed in the morn- 
ings until a friendly old doctor told 
me what was wrong with me. I was 
not fit company for man or beast 
until after ten o’clock in the fore- 
noon. Then I went after that 
darned old liver and straightened 
out its kinks. And, you bet, I watch 
all the time for indications of a re- 
turn of the dark brown taste and 
inclination to be snappy before 
breakfast. You better do the same. 

(Signed) Uncle Dudley. 


Organize Work Shoe Company 


Rocky Mount, N. C.—Announcement 
recently was made of the organization 
and incorporation at Rocky Mount of 
the Boston Work Shoe Co., with $100,- 
000 capital, and though definite details 
of the company’s plans are not yet 
known, it is understood the manufac- © 
ture of shoes is planned in a factory 
to be established at this place. The in- 
corporators named are W. P. Jennings 
and T. L. Simmons. 


Reduces Capital Stock 


ALBANY.—Bally-Hoskins, Inc., Brook- 
lyn, manufacturers of shoes, leather 
goods, ete., has reduced its shares of 
capital stock from 4000 shares, con- 
sisting of 3000 preferred at $100 par 
value and 1000 common, no par value, 
to 3000 shares, of which 2000 are pre- 
ferred at $100 par value and 1000 are 
common, no par value. 
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Southwestern Shoe Retailers 


Association’s Official Family 
Officers Reelected 





N addition to Arthur E. Ebbs, of 

St. Louis, who was reelected pres- 
ident of the Southwestern Shoe Re- 
tailers’ Association at the St. Louis 
convention this week, other officers 
who were returned to office were 
Reuben Stiefel, Memphis, first vice- 





Joseph W. Mullen president; A. J. Kempner, Little Reuben Stiefel 
Vice-Pres. Southwestern Shoe : : ‘ Vice-Pres. Southwestern Shoe 
Retailers’ Assn. Rock, Ark., second atk esident ; Retailers’ Assn. 


H. W. Bergman, Greenville, Miss., 
third vice-president; Joseph W. 
2405 Mullen, Moberly, Mo., fourth vice- 

SS president, and George Gayou, St. SUS 
Louis, secretary-treasurer. 

Elected to the board of directors 
were Oscar E. Poe, Little Rock, 
Ark.; H. H. Watson, Texarkana, 
Ark.; Lee Frank, Memphis, Tena.; 
Davis_ Elliott, Jackson,  Miss.; 
Francis Walker, Brookfield, Mo.; 
Otto Schulz, Jefferson City, Mo. 


acta scree 











A. J. Kempner 


Vice-Pres. Southwestern Shoe 
Retailers’ Assn. 
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Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 
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is to help solve it; for this is the basic problem upon which depends 
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Next Week 
you will find 
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REWING the Selling Spirit— 

Rivalry among the retail sales- 
men and how it brings results in 
the two stores of Frank Werner out 
on the Pacific Coast. 


N Pittsburgh there js a race, with 
scoring by points, to see who can _ 
sell the most shoes. Two pairs chalk 
up a tally on the score board. A sil- 
ver loving cup for the winner. 


OME real “dope” about the pull- 
ing powers of display windows, 
How and where to put the shces so 
that people will have to look at them. 
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Permanent ‘Jet Black“ 


T is customary for many women to dye their light-colored frocks 
a darker shade in order to obtain a refreshing change of color. 
These women will welcome a bottle of Repco Dye as a means 
of getting extra service out of their light-colored shoes that have 





become soiled. 

It is very easy to dye all kinds of russet, tan, and other light-colored 
leathers a permanent jet black with Repco Dye. It has no offensive 
odor and is unaffected by water. 

Repco DyE is put up in convenient 214 ounce bottles for home use. 
An excellent opportunity for an additional findings profit. 


For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston 


San Francisco “Branch: 859 Mission Street 
J. K. Krieg Company, 39 Warren Street, New York City 









































story of how one 


New York shoe merchant makes a profit on 





In This Issue 
Hosiery a la Cafeteria, a 
his hosiery, on page 105. 
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No. 808 


IMMEDIATE 
DELIVERY 


ITH dress hems at the 

knees Iron Clad No. 
808 is an indispensable style 
for your stock because it is 
silk to the top. This popu- 
lar priced Iron Clad style is 
made of silk and Rayon 
twisted yarns on a fine 
gauge 260 needle machine. 
_ in the popular colors 
°o 


Black White 
Atmosphere Champagne 

Blonde French Nude 
Silver Grey Gun Metal 


$7.75 a dozen 


Sample dozen sent upon request 


Cooper Wells and 
Company 
250 Broad St. St. Joseph, Mich. 


Mills at St. Joseph, Michigan and 
Albany, Alabama * 
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EXCLUSIVE Geatures 


FOUND ONLY IN GORDON HOSIERY 


HE Gordon V-line, the most striking de- 
velopment in hosiery making of the cen- 
tury— 

Shadow Clocks, delicately woven in either 
self color or a contrasting shade on the under 
side of hose— 

The Four-point top which solves in a grace- 
ful way the run-stop problem— 

The Sandal Heel and Toe which give you 
maximum wear in lovely hose by providing 
triple reinforcements— 

Here are four distinctive Gordon style fea- 


tures which are becoming more popular every 
day, and only in Gordon hosiery are they ob- 
tainable. 

Gordon provides you also with a line planned 
especially to meet the three-fold requirements 
of the modern women; unsurpassed wearing 
qualities—smart, lasting color—and matchless 
values at each standard retail price. 

If you have not already seen our new portfolio 
“Specializing for Profit” —a Study of the Mod- 
ern Hosiery Department, let us send it to you 
today free of charge. The coupon will bring it. 





Brown Durrett Company, 11 West 19th St., New York or 104 Kingston St., Boston 
Kindly send me free of charge a copy of your new portfolio, “Specializing for Profit”. 


PD SAN Mean 


ordon 


Address 
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Hosiery 


for men, women and children 


Underwear 
Spring needle knit and athletic 
type—for men and boys only 


© A.A.Co, 
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Here are two Allen-A numbers 
that will oper. up a new and pro- 
fitable hosiery market for you. 


Style number 3625 is an outstand- 
ing value. Made of our fine 
quality pure thread silk from toe 
to narrow garter hem (with invis- 
ible run-stop) silk leg extends well 
above the knee. Just the hose for 
short skirt wear. 


This number costs you $8 per 
dozen. (A special discount on case 
lots.) Retails for $1 the pair. A 
fast moving number. 


Style number 3655 is a pure silk 
and gossamer rayon hose. Silk 
and rayon extends to welt, well 
above the knee. Silk plated foot. 


THE ALLEN-A COMPANY + KENOSHA, WISCONSIN 


lwo new 


Allen-A numbers 


that will increase 
your hosiery profits 
3625 —a clear sheer silk hose (from $ 


toe to narrow garter hem) to 
retail for 


3655 —a silk and rayon hose (silk ¢ 
plaited from toe to narrow garter 15 “ 
the pair 


hem) to retail for . 
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1 the pair 


¢ + © ie «@ 


Narrow garter hem of fine mer- 
cerized lisle with invisible run- 
stop. Also especially made for 
short skirts. 


This number costs you $6 per 
dozen. (Special discount on case 
lots.) A special under-a-dollar 
hosiery value that crowds hosiery 
departments. 


Both of these feature numbers 
come in the newest and fastest 
selling shades. Dealers every- 
where report quick salesand steady 
repeat business. 


We are filling orders in rotation. 
Don’t delay. Send in your order 
now—-and get your share of these 
extra sales and profits. 
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Many of our Wool lines 
must be withdrawn shortly 


but we can take care of you tf you act fast 


ITHIN a very few weeks scheduled orders for Trufab 
Bi-Spun half-hose will necessitate the withdrawal of 


practically all of our wool mixture line. 


The public has eagerly bought Trufab hosiery since the 


announcement of the new Bi-Spinning process, which in- 
visibly reinforces every thread without adding bulk or weight. 
Our entire production facilities have been needed to keep 
up with the demand. Advance orders for regular, periodic 
delivery from our convenient distribution points has ab- 
sorbed practically all of our production. 


We are working full speed ahead to maintain full reserve 


assortments at our convenient distribution points, and can 
still (as this publication goes to press) supply goods for your 
stock. 


We most urgently recommend that you wire us your 


needs—which we will endeavor to fill from the nearest dis- 
tribution-point stock. Trufab Bi-Spun half-hose are particu- 
larly desirable as Christmas sellers, and we want to serve 
you if we possibly can. “Overnight” delivery is still possi- 
ble on most lines. 


Your cooperation, now, is essential if we are to take care 


of you through the next few months. 


The Trufab Bi-Spun line consists of numbers in silk, wool, 


rayon, lisle and combinations of these fibres, retailing from 
35c to $1. An unconditional guarantee covers every pair. 
The line is one that deserves your fullest confidence. 
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Bi-Spinning has elimi- 
nated the Neglected 
Area from Trufab socks 


























Jrufab 


HOSIERY FOR MEN 
Invisibly Reinforced 





Cimax Hosiery Mitts, Athens, Georgia Founded 1902 New York Office: 366 Broadway 
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Hundreds of Thousands of Women, this (hristmas, 
will receive the ‘Priceless Gift of “Perfection in Ankles 


© 1926 


OR an entire year, “Onyx” has sounded a new 

note in hosiery selling —a key-note, if you 
please, that to thousands of dealers has opened 
the door to increased sales and bigger profits. 
It is this: Sell the IDEA of slenderness in ankles 
and the stockings will sell themselves. 
“Onyx” has featured the slenderizing qualities 
of “Pointex” in its national advertising. Dealers 
have talked this exclusive “Onyx” quality across 
the counter. The result has been one of the 
biggest years in “Onyx” history. 


“Onyx pret os 


C } Hosiery 
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Reg US Per Orc 


“Onyx 


Silk, with Lisle Top and Sole 


No. 145-—“‘Onyx Pointex”’, 
sheer weight . $12. 

No. 155— "Onyx Pointex”’ a 
medium weight . . . 

No. 255—“Onyx Pointex”’, 
service weight . 

No. 355 ‘Onyx Pointex 
5° o's Se 


Silk, with Lisle Welt and Sole 


No. 265 


By Peintex 

service weight... 

No. 365- “Onyx Pointex $15.50 
Sheresil k” 


$15.00 


Chicago Philadelphia Boston 
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‘“Pointex” 


REG. U.S. PAT. OFF. 


SECTION 










No wonder, then, as the Christmas season ap- 
proaches, we find hosiery counters more crowded 
than ever before with purchasers who seek some- 
thing more than mere gifts of stockings. They 
seek the priceless gift of perfection in ankles — 
“Onyx Pointex”. 


* * * * * 


“Onyx” national advertising in 1927 will con- 
tinue along the well-established success lines of 
1926 and on a bigger-than-ever scale. 


Manufacturers 


All Pure Thread Silk 
No. 750—“‘Onyx Pointex 


eS ie BR eS $16.00 
No. 450 “Onyx Pointex 

Sheresilk”™ ,chiffonweight $19.50 
No. 350— "Onyx Pointex”’, 

service weight. ... . $21.00 
No. 650—““Onyx Pointex 

Sheresilk”’, extra fine 

gauge, chiffon weight. . . $30.00 


Buffalo San Francisco Les Angeles 
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Modulated Tones to Rule 
in Spring Hosiery Colors 
Less Rosy and More Neutral Shades to Prevail 


ITHIN a week or so the 
new hosiery colors for the 
spring, 1927, season, de- 


cided upon by the leading hosiery 
interests in conference with the 
Textile Color Card Association, will 


be made public. With- 
out anticipating the re- 
lease of the new season 
color cards, it can be 
said that in the main the 









new spring colors show a 
tendency toward the 
light gray and medium 
brown tones. There will 
not be any radical 
changes in hosiery col- 
ors, but rather a toning 
down, a softening or sub- 
duing of the colors that 
have been~ in vogue. 
There will be less red in 
the nudes and more of 
the neutral tones. 


ESPITE the fact that 

gunmetal is one of 
the best selling numbers 
in hosiery right now and 
probably will continue as 
a leading favorite 
through this month and 
next, at least, there will 
be a return to the light 
shades in the spring. The 
nude family, of course, 
may be expected to lead, 
but the tones will be 
more on the _ yellow 
brown order than the 
rosy casts, which are 
running fairly strong. 





Casting the eye of prediction 
into the spring season, as the en- 
tire primary hosiery market is at 
present, several things stand out 
prominently. With the experience 
of the spring and summer of 1926 


there 


For Palm Beach wear, ia Brown Durrell vie erg shows this 
white silk hose with gold shadow-clock 











with white hosiery still in’ mind, 
is considerable speculation 
concerning the selling qualities’ of 
all white next spring and summer. 
The best opinion leans toward the 
wearing of white stockings with 


colored clocks, either 
with the white shoes 
trimmed with color, or 
perhaps with some of the 
extremely light shades 
in slippers that are be- 
ing touted for the win- 
ter resort season. The 
addition to color to white 
hose means more diffi- 
cult merchandising, of 
course, but . apparently 
it is necessary. From 
all reports plain white 
in costumes is definitely 
out of the picture for 
winter resort wear. The 
white costumes all carry 
a touch of color in trim- 
ming. The same is true 
to a great extent of 
shoes, also hosiery. 


ee te thing, and 
here the oracle 
speaks more firmly, is 
that the spring and sum- 
mer of 1927 will be the 
biggest season in ex- 
tremely sheer hose that 
ever has been known— 
sheer silk to the top, or 
with, at most, a four-inch 
welt. Hosiery must not 
be silk to the knee only, 
but silk above the knee. 
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From Cradle to the Grave— 
They All Wear Sports Hose 


Plainer Effects Are Coming into Vogue 


HE shoe merchant who is not 
| carrying some sports hose in 
his hosiery department is 
overlooking a good bet. The sports 
hose business is moving fast and it 
behooves the shoe merchant to get 
aboard while he can. He may find 
the pace a little later on a bit too 
swift for boarding. 

For winter wear children’s ho- 
siery looks to be well over 75 per 
cent in the sports hose class at pres- 
ent. The women’s sport hose busi- 
ness is bigger than ever; in fact, 
despite the lack of real cool weather 
so far, there has been a big demand 
for women’s all wool and wool mixed 
sport hosiery, a distinctly winter 
proposition, proving, of course, that 
the fashion element is stronger than 
the seasonal urge. At any rate, 
women want good looking sports 
hose. The prevailing fashions call 
for rather neat and conservative de- 
signs in women’s sport hose. Jac- 
quard effects, when they are not too 
large and are produced in subdued 
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colorings, are good sellers. The 
mottled effects in wide rib weaves 
also are excellent sellers. 


N all divisions of sports hosiery, 
men’s, women’s and children’s, 
there is a decided tendency toward 
plainer effects. This tendency has not 
yet struck with full force, and it 
does not indicate a demand only for 
the plainest of sports hose, but it 
does mean that the extremely loud 
patterns that have been seen for 
some time are on the wane. Fancies, 
of course, always will be good in 
















Fisher. 





LLUSTRATIVE 

toward plainer hose, even in the 
sports division and children’s stock- 
ings, we show, at the left, two new 
lisle sports hose for boys, from the 
imported line of Van B. Moler, and 
at the right four new numbers in in- 
fants’ socks, imported by Moore & 


sports hosiery, but as sports clothes 
become more elaborate in coloring 
and pattern, it is only natural that 
hosiery, by contrast, should become 
more subdued in tone. 


OR ground colors, in both men’s 

and women’s sport hose, the soft 
pastel shades are leading at present. 
Soft beiges, blues and tans form the 
bulk of ground colors, contrast being 
provided by more vivid colorings in 
the patterns. Jacquard effects have 


first call in the higher priced sport 
hose of course. 


of the trend 


Figures of birds and ducks 


are worked into the cuffs of the two 
socks at the right, in colors, one 
woven in, and the other painted 
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Adler Store in New 
York Puts All Hosiery 
Styles in Full View 
Plainly Sized and Sold 


at One Price 


the hose to slip out. 


HE location of the Adler store 
| on Forty-second Street, New 

York City, is excellent, being 
right,on New York’s “Main Street.” 
The windows are all that could be 
desired. Between the front door 
and the front case is a reception- 
room-like space about 20 feet long 
and 15 feet wide. To the right of 
this pleasing entrance is the cash- 
ier’s window. Back of the front 
case are the fitting chairs, arranged 
back to back. 
All this is seemingly an ideal ar- 
rangement, but it did not please the 
big boss; something was lacking up 
front—a necessary selling punch 
was missing. Just what it was 
caused Jesse Adler considerable 
thought. Like a good executive, he 
passed this problem on to his man- 
ager, for that is what managers 
are for. 
When the manager, H. Rosenfield, 
showed Mr. Adler a drawing of a 
combined self-service and hose dis- 
play affair to be placed on the top 
of the front case, Mr. Adler is al- 
leged to have exclaimed “Eureka!” 
or “Ohmigosh!” or words to that 
effect. Anyway, orders were given 
to a cabinet maker to proceed. 
A wooden stand was constructed 
of approximately the same base 
measurements as the front display 
case, with a height of about two 
feet. The front is at an angle of 35 
degrees. It is five tiers high and 
thirteen compartments long, making 
a total of 65 compartments, each of 
which holds about six pairs of hose. 





Hosiery a la 


The individual drawers, as shown in the sketch, have the high end toward the 
front of the cabinet, forming a series of steps, and making it impossible for 
In the Adler store the arrangement of the drawers is 
reversed, with the shallow end at the front 
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This massed effect of hose strikes 
every guest of the store right plumb 
in the face, for it is impossible to 
enter the store without seeing the 
display. Naturally, to see is to buy. 

Each one of these compartments 
has a sliding drawer, a side view of 
which is shown in the drawing. 
These drawers are the making of the 
cabinet, for they allow each com- 
partment to be shown in its entirety. 
If a salesman wishes to show an as- 
sortment of a certain style to a 
sitting customer, it is a simple mat- 
ter to take the drawer right up to 
him. 


HE sizes of each compartment 

are indicated by a sign at the top 
of the cabinet. Every size has five 
tiers under it. Size 10 is two com- 
partments wide, which gives it ten 
spaces; size 10% is four compart- 
ments wide, so has twenty spaces; 
sizes 11 and 11% have fifteen spaces 
each; while size 12 has but five 
spaces assigned to it. 

Of course, Mr. Rosenfield is as 
happy with the additional hose and 
shoe business that he is getting as 
a Florida kid in his first snow storm. 
He made some interesting com- 
ments: 

“Multiple sales are a result of 
multiple patterns. A man will walk 
right up to this display, seeing a 
solid mass of stockings of all kinds 
from sheer silk to all wool, all at 
one price. He will then proceed to 
pick appealing patterns and, before 
he realizes it, has a dozen pairs. 
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“The one price proposition is ab- 
solutely sound, for it leaves only one 
thing for the customer to decide— 
‘Do I like this pattern?’ The ques- 
tion of whether to buy three pairs 
for $1.39 or one pair for 55 cents is 
never raised in his mind, conse- 
quently he buys many more pairs. 

“By having all sizes grouped in a 
logical order, he is never at loss as 
to the exact size that he is picking 
out. Everything but the pattern 
and weight questions are eliminated. 
Consequently he buys more easily 
and readily. 

“To the customer, it is only a 
question of what he likes best, but 
to the merchant there are a couple of 
other angles that are well worth con- 
sidering. The average man knows 
nothing about the intrinsic value of 
the merchandise that he is buying, 
so takes quality for granted. The 
merchant must see to it that the 
quality is there, else the customer is 
forever lost. 


‘ E correct size is also impor- 

tant. Every one of our sales- 
men has pasted right in the front 
cover of his sales book a chart show- 
ing what size hose goes with certain 
sized shoes, so no mistakes are made 
on that score. A short stocking will 
not only hurt the feet, but it will not 
wear satisfactorily. A good cus- 
tomer may easily be lost to the store 
through short fitted stockings. He 
will condemn the quality of both 
shoes and hose when both are O.K. 
in that respect.” es 
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Ruth Martin, Hosiery Woman 


The Opening Advertisement of the New Stocking Department 


and a Report of the First Day’s Business 


By O. K. Johnson 








T the Martins’ Sun- 
A day breakfast 
table the morning 


paper lay at Father Mar- 
tin’s place, carefully 
folded with a corner of a 
local page uppermost, so 
that his eye was drawn 
first of all to the adver- 
tisement of the opening 
of the new stocking de- 
partment in The Martin 


day’s 





HIS is the fourth of Mr. Johnson’s fictionized 

series on the establishment and maintenance 
of a hosiery department in a shoe store. The first 
three installments treated of the planning and 
equipment of the department. In this installment 
the new department is opened and does its first 
The experiences of Ruth Martin 
are drawn from actual occurrences in Mr. John- 
son’s own merchandise experience or have come 


under his personal observation.—The Editor. 


business. 


The store salesmen had 
shown much _ curiosity 
about the new depart- 
ment, especially while 
equipment was being in- 
stalled and cases of ho- 
siery opened up and 
placed in stock. Ruth 
talked with each man, in 
the hope of turning 
curiosity into real inter- 
est in the welfare of the 








Store. 

Stewart Martin read 
the advertisement with deep interest 
and a keen scrutiny of the copy to 
appraise its power to attract the 
favorable attention of newspaper 
readers and arouse their interest in 
the new department and the new 
merchandise. 


66 N the whole, daughter, this 

advertisement seems quite in 
line with the spirit of the advertis- 
ing of the Martin shoes. Rather 
conservative in tone. That’s what I 
want. I never approve the blare of 
trumpets and crash of drums in our 
store publicity. But I’m wondering 
if this advertisement makes the 
strongest possible appeal. You’re 
not offering any stockings at special 
prices. Did you consider the idea 
of announcing the opening’ of the 
new department with a special sale?” 


66 E put lots of thought into 

Wi irik advertisement, father. 
The copy exactly expresses the opin- 
ion of both myself and the advertis- 
ing man as to what should be said in 
the department’s first announcement. 
We did consider the idea of the spe- 
cial sale. But we believed it would be 
better to present the new merchan- 
dise on its merits, and base the ap- 
peal on the character of the hosiery 
and ‘its exeellent value at regular 
prices. For the department will 
have to make good by selling mer- 
chandise at regular prices, with a 
standard markup that will show a 
fair ‘‘and’ actual profit throughout 
thé season. ‘We believe in the special 
price! stocking sale—not for opening 
week; but Jater in the season. If 
you were opening a new shoe store, 
Isawe of Detembe? 3; 1926 


father, would you offer shoes at 
special prices in your opening an- 
nouncement?” 

“Probably not, daughter. I would 
want the people to get from the first 
advertisement an accurate idea of 
the quality of my footwear and its 
values at the regular price range, of 
values and prices that could be 
found in my store at any time. I 
wouldn’t care so much about their 
learning what the store could offer 
under the exceptional circumstances 
which attend a special sale for a 
limited period of time.” 


“Wi felt the same way about 
the first advertisement of 
Martin stockings. That is why no 
special price is mentioned. This sort 
of advertisement will not bring the 
people into the new department in as 
large numbers as would the adver- 
tisement of a special sale. But those 
who come will see what the depart- 
ment has to offer every day. And they 
will receive more attention than it 
is possible to give in the rush of a 
special sale. They’ll know what we 
want them to know about The Mar- 
tin Store stocking department, its 
stockings and service.” 

Labor Day, the first fall holiday, 
slipped unobtrusively into history. 
Came Tuesday morning, opening day 
in the new department. 

Under the excitement of anticipa- 
tion, Ruth could scarcely wait till 
she could reach the store, so that 
daughter and father stepped out of 
their ‘car and éntered the store a 
full quarter‘ hour earlier than usual. 
She turned to her stocking counter. 


department. She ex- 
plained exactly how each 
could help her in the new venture. 
This Tuesday morning, when the 
men had come in, she handed each a 
typewritten personal letter. It read: 

“The new stocking department is 
my big adventure. 

“TI can’t make a success of it alone 
I need your help. 


66 E expect that most of our 
stocking customers will be 
customers who are buying our shoes. 
“Shoe customers will buy stock- 
ings, if you suggest stockings. 

“How many of your customers 
will buy stockings? The answer lies 
with you. I’m relying on you to 
talk stockings to everyone. 

“During opening week, please say 
this to every woman customer: 

“ ‘Have you noticed the new stock- 
ing department at the entrance of 
the store? You’ll find a carefully 
selected assortment of the newest 
hosiery. We’re specially featuring 
two or three lines of staple silk 
stockings. If you'll step up to the 
counter with me, a moment’s glance 
at the displays will show you just 
what kind of stockings we have. 
We’re hoping that folks who like our 
shoes will like our stockings, also.’ 

“To a man customer, please say: 

“ ‘Have you seen our new stock- 
ing department at the front of the 
store? There is a fine assortment 
of good looking novelties in stripes 
and plaids and checks in attractive 
colorings. You can see the assort- 
ment by a glance at the displays.’ 

“Then please bring the customer 
to the department, where I will be 
ready to show the goods and talk 
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them when here.” 

The morning advanced. Shoe 
trade became brisk. Every sales- 
man spoke of the new department, 
and suggested a look at the new 
stockings. Most of the shoe cus- 
tomers accompanied the salesmen to 
the stocking counter and stopped for 
a few moments to look over the dis- 
plays. Occasionally two or three 
folks would come into-the store par- 
ticularly to see the new department 
and its merchandise. For many, 
Ruth spread out stockings to be 
more closely inspected. For all, she 
had a few words of comment upon 
the hosiery and of invitation to make 
their purchases of stockings in The 
Martin Store. 

Ended at last—a day as exciting 
to Ruth as first performance of a 
new play to an actress. 

At the Martin dinner table, Ruth 
fairly bubbled over with ardent 
comment on her observations of the 
day. 

“When my first customer actually 
made her purchase, I was so ex- 
cited! It was hard to hold the 
pencil steady while I wrote my first 
ticket. Three pairs of semi-chiffons 


stockings to 
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To think that I myself 
had really made a $4.95 sale of 
hosiery in The Martin Store! When 
I added up my index at night, I was 
quite agitated to find a total of 


at $1.65. 


nearly sixty dollars. I think that’s 
more than satisfactory for the first 
day. I hope we can average as well 
for a few weeks. But I shall not be 
long satisfied unless the stocking 
business grows steadily. I’m going 
to pay myself a salary of six per 
cent on sales; so, if I make much 
money myself, I’ll have to sell a lot 
of stockings.” 


Court Rules Hosiery 
Is Legitimate Shoe 
Store Merchandise 


HE question of what constitutes 

a shoe store was decided by an 
opinion of the St. Louis Circuit Court 
of Appeals last month, and Frank L. 
Daly, shoe merchant of Overland 
Park St. Louis County, who has been 
compelled to forego the sale of 
hosiery at his present store for the 
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past ten months, may now proceed 
with that profitable enterprise, at 
least until the expiration of his lease, 
Sept. 1, 1927. 

The court held to the idea that it 
is customary for shoe stores to sell 
such commodities. Its opinion re- 
verses the action of Circuit Judge 
Wurdeman of St. Louis County in 
issuing an injunction against Daly 
last Dec. 21 after much argument 
pro and con as to when a shoe store 
ceased to be a shoe store. 

The trouble started when Harry 
Pearce, who operates a general mer- 
chandise store adjoining Daly’s place, 
complained to the landlord of both 
places, H. E. Grossenbacher, that 
Daly’s sale of hosiery was competi- 
tion to his business and, since Daly 
had obtained his lease with the 
stipulation that it be used for a retail 
shoe store, Grossenbacher entered 
the courts and obtained the injunc- 
tion against him. 

The appellate court’s opinion, 
which was signed by Presiding Judge 
Daues, orders the case remanded 
with the judgment for the defendant, 
or Daly, who also is granted court 
costs in the case. 








Now You See It, Now You Don’t 


Hosiery 


rose ab the 


Shops in C. 





TEE rise of curtain alos brings brothess attention Whew te tase. 
leveland erected 


drawn now and then to display her hosiery. +e 
ate tee The salesgirls, dressed in costumes made of hosiery, 's 9A) 





not only .sold stockings at the booth, 
Coral Brand Hosiery and explained 


booth at the Women’s Christmas Exposition 
in the Public Auditorium in Cleveland last month, they hit upon the plan of putting 
0 Dulas ay SS 2 Coen as shown at the right of the picture and have a sur- 
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Now My Idea Is This 


Stunts That Have Worked and Are Working Here 
and There About the Country 


TT’S time to begin thinking about 
hosiery in connection with 
Christmas selling. Special hosiery 
packets of three or a half dozen hose 
are attractive gifts. The little 
“boquets,” “dolls” and other similar 
packets made up of one or more 
pairs of hosiery are also attractive 
merchandise in the gift line. If 
your hosiery salesgirls are handy 
they can employ their spare time in 
devising new methods of making 
gift packets and have them ready 
in time for the holiday shopping. 


ee FF = 


[* you are selling a considerable 
number of reptile shoes or shoes 
with reptile trims, a special display 
of “reptile” hosiery can be made to 
good advantage. Take a few of the 
reptile or reptile trimmed shoes and 
match the hosiery to them. If you 
have some pieces of reptile skins 
about the store, add these to the 
display. Merely calling the shades 
of hosiery displayed by the name 
“reptile” draws more attention to 
them. 


ANY retail stores have adopted 

the policy of showing and 
stressing one new hosiery color each 
month. Several of the leading ho- 
siery mills and distributors have 
merchandising plans along this line 
which help the retailers “put across” 
the idea. If you are not hooked up 
with one of these, you can make a 
selection of a color yourself and 
bring it out as the “new color of the 
month.” 

* * * 


ERE is a method that one suc- 

cessful manager of a hosiery 
department in a shoe store has used 
to increase sales. Salesmen are paid 
a commission on hosiery sales that 
develop from their suggestions. The 
plan is to have the salesperson escort 
the shoe customer to the hosiery de- 
partment, carrying along the shoes 
with which the hosiery is to be worn. 
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Instead of showing only one pair of 
hose, the customer is shown two or 
three different shades that match. 
She usually selects one—but here’s 
the point. The salesgirl has in re- 
serve another shade that is a good 
harmonizing color to go with the 
shoes in question. She then pulls 
out this last pair and shows it, say- 
ing, “This also is an excellent shade 








The vogue for vertical stripes is exem- 

plified in this sport hose for women, of 

fine lisle, with high color woven in stripes, 
each in three tones. 





helpful 
make it easier to get the male trade. 
Some stores have made a point of 
going after such business, conduct- 
ing direct by mail campaigns to 
business men in the town suggesting 
hosiery as an appropriate gift to the 
women. 


of hosiery to wear with that shoe.” 
The fact that the customer already 
has seen the other hose and passed 
them up centers more attention on 


the last pair. Many sales of extra 
pairs have resulted from _ this 
method. 


AKING it easy for men to buy 
hosiery for their women folks 
is another way of helping business. 
A hosiery department located con- 
veniently near the entrance, with 


salespeople who do not make a man 


feel uncomfortable, quick service and 
suggestions about color, 


unusually effective advertis- 


N 

A ing stunt is that practiced by 
the Knight Shoe Co. of Portland, 
Ore. Slips of paper, printed with at- 
tractive hosiery advertising, and 
quoting prices, were prepared and 
turned over to the wrapper at the 
cashier’s desk. She was given in- 
structions to insert one of these in 
every pair of new shoes which left 
the store. 
similar idea could not be worked in 
any store, no matter how small or 
how large. 
or even advisable, to confine the ad- 
vertising to women’s hosiery and 
place it in women’s shoes. 
hosiery advertising in women’s shoes 
might easily find its way to one of 
the women’s relatives or might 
stimulate the woman to buy hosiery 
for some of her male relatives. Slips 
advertising women’s hosiery placed 
in men’s shoes might well be ez- 
pected to produce good results. Bet- 
ter still would be an attractive 
booklet advertising all the different 
kinds of hosiery in the store and 
making club offers of three pairs at 
a reduction in the pair price. 


There is no reason why a 


It isn’t even necessary, 
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(FULL-FASHIONED) 


at CROYDON, PA. 


| will bein full production 


January-First, 1927, for the exclusive 
manufacture of Blue Moon Silk Stockings 


GREAT new building in which only the finest and 

most up-to-date machinery has been installed. 

A factory so well equipped that no better mill for the 

making of silk stockings can be found anywhere in 

America. An organization so efficiently handled that 
every order receives immediate shipment. 

Our answer to the ever growing demand for greater 

volume of Blue Moon Silk Hosiery! 


LARGMAN-GRAY COMPANY 
389 Fifth Avenue, New York 
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Three Innovations of 
Importance to You 


1 e Prices Lowered 


In effect now — a per- 
manent lowering of 
rices to a range of 
1.65 to $1.95 per pair. 


2.. Mending Service 


In effect after Jan 
ilst—our new mill 
takecare of all mending 
and repair work at cost. 


3. Dyeing Service 
In effect after January 
pairs or more 
tch 
ae neon ag ger 
extra cost. 
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‘ OQNGove LLE gun metal silk hosiery anticipates lasting. At smart gatherings the beauty, the lustre, 
m the style trend. Exquisitely sheer, its jet black foot the chic of HOLYOKE SILK Hosigry will be unmatched. 
| heightens the elusive charm of fragile transparency Moderate in first cost, it gives the discriminating 


above. PEERETTE, extra sheer, identical *Ingrain means each thread has ben buyer the satisfaction of sound value, 
with Novelle in weight and finish is - dyed before knitting, thus giving each wear, and pure ingrain® silk from 


: sn: strand individual lustre and beauty. 
made in the new shades — brilliant, All Holyoke hosiery is ingrain top to toe. 


HOLYOKE SILK HOSIERY COMPANY HOLYOKE, MASSACHUSETTS 
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This advertisement appears in December Ist 
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advisability of handling stock- 

ings in a shoe store, to go back 
some years and learn what prompted 
the shoe man to depart from his cus- 
tom of sticking to his particular line 
and add stockings to his merchan- 
dise. 

If you can recall the oldtime 
shoe store, you will remember that 
it was a little drab affair. Most 
shoes were black, but few tans were 
shown, and, there being no color, the 
shoe store received very little atten- 
tion. Then came the department 
store, which handled shoes and was 
able to make a whirl of color. A 
passerby was fascinated by the shoes 
thus displayed and the department 
store soon became a great factor in 
the shoe business. A woman could 
buy her evening slippers in a de- 
partment store, and at the same time 
match her stockings. She could bring 
the sample over from the dress 
goods department and get her shoes 
to match, if she so desired. All this 
militated against the prosaic shoe 
store of old. Shoe observers, there- 


L might be well, in discussing the 



















fore, in the shoe business realized 
this situation, and they found it nec- 
essary to meet this competition and 
began to show stockings, with the 
result that color was introduced in 
shoe stores, . 


HE aesthetic side of shoe busi- 
ness began to grow and develop. 
As a result, the shoe stores stepped 
out into a broader merchandising sys- 
tem and were able to attract and fas- 
cinate the passersby with some color, 
which was possible through the in- 
troduction of hosiery, and today this 
business has expanded to take in cos- 
tume jewelry in many stores, and 
also bags to match shoes, so that a 
good shoe store today does not exist 
that has not, at least, included stock- 
ings. It is no longer a question as 
to whether or not it is a good thing 
to put in hosiery, but it is rather a 
question as to what extent the store 
should specialize in hosiery. 
I know of a few stores that are to- 
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By A. H. Geuting 





“Tony” Geuting 


day doing a larger hosiery business 
than some of the department stores, 
proving conclusively that a woman 
is just as willing to buy her stock- 
ings in the shoe store as she is in a 
department store, and is even more 
apt to buy her stockings in this par- 
ticular store when properly handled 
in connection with buying her shoes, 
than she would be in an exclusive 
stocking store. That is briefly the 
history of the development of the 
stocking business in the shoe stores 
in the country, and ought to be con- 
vincing to everyone that a stocking 
business really belongs in a shoe 
business. 


HERE are two definite reasons 
why shoe stores are the most log- 
ical places for a customer to buy 
hosiery. Having fitted the customer 
with shoes, the shoe clerk knows 
what size hosiery should be sold. 
Where it is desirable to match shoes 
and stockings, the shoe store, with 
its greater knowledge of leather 
shades, can, or at least, should offer 
greater accuracy in matching the 
shades of the two articles. 
If I were to open a shoe store any- 


: 
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Energy and Effort in Hosiery 


Departments in Shoe Stores 
A Talk to Shoe Merchants at the St. Louis Convention 


where in the country I would figure 
a stocking department in connection 
with the shoes as being as important 
as any branch of the shoe business. 
In fact, there may be classes of shoes 
that I would forego rather than to 
eliminate stockings. 

Let me advise you that the hosiery 
business is much easier handled than 
the shoe business. It requires less 
knowledge. There is not the multi- 
plicity of sizes. An alert shoe man, 
however, would find it a simple prop- 
osition to handle, because you do not 
have to have a variety of prices. I 
can see how you can make a very 
successful department by confining 
yourself entirely to one number, but 
to build up a big business in hosiery 
you, of course, must have variety, 
and here again the same thought 
comes into play, that the more facets 
you have in your hosiery depart- 
ment the more interest there is in 
hosiery in your store. 

Another advantage to the hosiery 
business is the fact that you could 
often put it in the place where you 
could not fit shoes. You can utilize 
space that otherwise would be lost, 
and yet that little space may pay the 
entire rent of your store. 


N closing, let me warn you, how- 
ever, not to get into the habit of 
giving your hosiery away. Often I 
see a shoe store with a small section 
of hosiery, offering their hosiery at 
prices that cannot do otherwise than 
lose money, and when you know that 
you are not making money in a de- 
partment you do not give it the 
proper attention. Prize your hosiery 
stock, prize your hosiery, get the 
best numbers there are to be had. 
Learn to sell at a profit, for when 
there is no profit in a business it 
loses the charm. Giving hosiery 
away with shoes is a cocktail for the 
day, but it does not build a sound, 
constructive business. Good people 
do not ask for it and the bargain 
hunters merely laugh at you, and do 
not respect you for giving them 

something for nothing. 
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Less Luck Than 
Judgment 


If retailers of Ray-Mond Hosiery 
seem to be one jump ahead of their 
neighbor in the matter of how 
many times they turn their money, 
please believe us they have their 
neighbor at a big disadvantage 
thru the kind of goods they are dis- 
playing. Ray-Mond Hosiery is 
often lower in price but it invari- 
ably is greater in value. 





No. 109—Silk to the welt spring needle ladies’ 
hosiery. Not to be confused with latch needle goods. 
Fine gauge Spring Needle knitted of pure thread silk all 
the way to the welt. Tailored to the leg—not boarded to 
shape. All smart shades. For immediate delivery. Doz. $8. 


No. 585—A superfine all silk slipper sole chif- 
fon stocking. Better than the finest chiffon you have 
ever bought at anywhere near the price. Made with- 
out a blemish. Silk slipper toe and heel and silk 
to the top. See this stocking by all means before 
buying any other chiffon. Doz............. $15.00 


No. 596—A $2.00 silk to the welt, full | 
fashioned stocking. Ladies’ very fine full | 
fashioned service weight stocking with a wonderful 
extra flare top—reinforced against garter runs and a |} 
heavy service foot. Every popular shade, 380 | 





Ladies’ Full Length Underhose. Made of | 
pure wool. More popular than ever. Doz...$7.50 | 


No. 449—Ladies’ Silk and Wool Full | 
Fashioned Hosiery. In two tone effects so Sb | 





Fast Holiday Deliveries to the 


Last Minute. 1—Full Flare 


Elastic Tops. 
2—Fully 


Fashioned. 
3—Perfect 


Nai y 
4-5—Double ° 
or 
Heels and 
Toes 
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RAY-MOND HOsIERY Co. 


373 FOURTH AVE. NEW YORK CITY 
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Ladies’ Full Fashioned 
Quality Hosiery 


All the New Colors for Immediate 
Delivery in the Following Styles 


760—All Silk Chiffon, 42 gauge, 4 thread, special 
high heel and rectangular foot insert. 
Per dozen $15.00 
700—Silk Chiffon, 4 inch lisle welt and foot. 
Per dozen $12.00 
725—Service Weight, 4 inch lisie welt and foot. 
Per dozen $12.50 


10210s—Full Fashioned Outsize. Silk, lisle top. Black, 


Beige, Champagne, Gun Metal, Neutral, Nude, 
White. 

Per dozen $15.00 

805—Full Fashioned Silk and Wool. Black, Camel, 


Amber, Beige, Grey. Per dozen $13.50 
8050s—Same, but outsize. Per dozen $15.00 


4700—Imported wide ribbed lisle sport hose in three 
colors, packed solid to a box. 
Per dozen $9.00 


4703—Imported all wool checkered weave sport hose, 
assorted three colors to a box. 
Per dozen $18.00 


Samples and color card submitted on request. 


Terms 1% ten days, or net 30 days. 


H. HILLELSON & SON, Inc. 
277 Fifth Ave., New York 


Established 1888 

















IMMEDIATE 
DELIVERY 


and day-to-day service on 
eight styles of full-fash- 
ioned silk hosiery ranging 
in price from $12.00 to 
$21.00 per dozen. 


ELLIOTT HOSIERY CO., Inc. 


Complete stocks in— 


NEW YORK 
258 Fifth Ave. 


BOSTON 
31 Bedford St. 


PHILADELPHIA 
1211 Arch St. 


DUO TOE and HEEL Full Fashioned Hosiery 
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With Tape Line 
and Rule Their 
Hose Are Fitted 


NN PENNINGTON, she of Charleston and Black 
Bottom fame, is most particular about her ho- 
siery, and why shouldn’t she be, since her shapely legs 
are her fortune? Ann had the Gotham Silk Hosiery 
Company make her some special made-to-measure 
hosiery recently. The top picture shows Ann stand- 
ing for a fitting, and at the left we have the dainty 
Ann displaying the hose, which bear her name across 
the top and a cute little window right below to show 
Ann’s world famous knee dimples. 


The chorus girls in the “Scandals,” the show in which 

Ann is a star, got jealous and all demanded stockings 

made to measure—for street wear only. There was 

nothing to do but measure them, and our camera 

man was lucky enough to get a shot at the process, 
as depicted below. 
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And Now the Spatee 


PATEES, or as they might be 

more accurately described, knit- 
ted spats or overstockings, are be- 
ginning to “catch on.” They first 
appeared in England, and the first 
ones seen here were imported from 
that country. Domestic mills are 
now making them, however, and in 
the large cities, the demand already 


A domestic 
“Spattee,” 


has been such as to lead both pro- 
ducers and sellers to believe that 
they will run to fairly large volume 
this season. Some of them fasten 
under the shoe with a strap and 
buckle, just like the ordinary spat. 
Others have no buckle. They come 


in a wide variety of colorings and 
weaves and form an effective pro- 
tection against cold and snow or 
rain, giving warmth and keep the 
mud spatters off the delicately hued 
silken hose. 


New imported gaiter- 
hose coming just be- 
low knee with fancy 
cuff. Imported by the 
Allied Knitting Com- 


novelty 
from the 


line of the Raymond 
Hosiery Company 


pany 








IMMEDIATE DELIVERY 


for Christmas and Holiday Selling 


Hirner Hosiery is so well made, and so well 


styled, that it is particularly sought for at 


the Christmas season. 


HIRNER HOSIERY CO. 


ALLENTOWN, 


Style No. 891 


Main Office 
PA. 


New York, N. Y. Office: E. W. Robi- 
schon, 389 Fifth Ave. 


Philadelphia, Pa. Office: R. H. Au- 
cott, Queen Lane National Bank Bldg. 


Columbus, Ga. Office: T. J. Fleming. 
305 Third Nat’! Bank Bldg. 


Catone, Ill, Office: Gale V. Smith, 
408 8S. Wells St. 


Cleveland, Ohio Office: 
Smith, 1426 W. 3rd St. 


Fred A. 


Rayon Over Lisle, Single and Double 
Clox. DOLLAR RETAILER. 
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Style No. 701 


Rayon Over Marino, Four Verti 3 
Stripes, DOLLAR RETAILER. “> _ 
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Gotham Floats Bonds 


REPARATORY to the purchase 

of the assets, good will and 
physical property of “Onyx” Ho- 
siery, Inc., by the Gotham Silk Ho- 
siery Co., the latter company, last 
month, sold through Hallgarten & 
Co., Merrill, Lynch & Co. and other 
bankers $6,000,000 10-year 6 per 
cent sinking fund gold debentures 
to the general public. This is the 
largest bond issue ever floated by a 
hosiery concern, it is believed, and 
was quickly subscribed. The Gotham 
company was started in 1911 and 
its sales have increased from 20,000 
dozens in 1913 to 570,000 dozens in 
1925, and estimated sales of more 
than 750,000 for the current year. 
Gotham has just called for redemp- 
tion all its outstanding first and 
second preferred stock and shortly 
will issue $5,000,000 of new 7 per 
cent preferred shares. 


To Add Full-Fashioned 


T is reported in the primary ho- 

siery market here that William 
F. Taubel, who has been a leading 
producer of seamless hosiery, is en- 
tering the full fashioned field. 


Open New Store 


HE Moss Glove and Hosiery 

Stores, Inc., a chain organiza- 
tion of hosiery and glove stores with 
headquarters at San Francisco, Cal., 
has opened a store in the Plankinton 
Building, 117 Grand Avenue, Mil- 
waukee, one of the first in this sec- 
tion of the country. H. Mesler is 


Here is a remark- 
ably, clever and 
attractive hosiery 
display, featuring 
Gordon Hosiery, 
arranged by James 


aa— 


manager of the Milwaukee store. 
The company is featuring its four- 
hour delivery service from its sub- 
warehouse located at Chicago. 


Adds New Numbers 


HE Finery Silk Stocking Co. 

added four new styles to its line, 
with deliveries beginning Dec. 1. 
They are No. 35 OS, outside chiffon 
with reinforced lisle foot and garter 
top; No. 400, chiffon in gun metal. 
Cruiser and Roseta only, with black 
heel, reinforced mercerized lisle foot 
and four-inch reinforced mercerized 
lisle garter top; No. 500, a super 
chiffon, extra sheer all silk; No. 600, 
same as No. 500 with the exception 
that it has a black heel, in gun 
metal, Cruiser and Roseta. 


New Mill Operating 


HE new mill of Largeman-Gray, 

devoted exclusively to the manu- 
facture of Blue Moon stockings, has 
been completed at Croydon, Pa., and 
is now in operation. The capacity of 
the new factory is such that orders 
for merchandise are shipped the 
same day they are received. A 
mending service at actual cost, and 
a dyeing service whereby one or 
more pairs of stockings are dyed to 
match individual colors at no extra 
cost, also have been established. 


To Float New Stock 


HE Holeproof Hosiery Co. of 
Milwaukee has arranged to float 
a new stock issue to the extent of 








$1,000,000 of 7 per cent preferred 
stock, the proceeds from the sale of 
the stock to provide funds for the 
retirement of $1,000,000 of notes 
which have been called for payment 
on Dec. 15 at 104. The new financing 
will entirely eliminate the company’s 
funded debt, giving it a capital 
structure consisting of $2,500,000 of 
preferred and 107,877 shares of no 
par common stock. 


Allen A for New York 


HE Allen A Corporation, manu- 

facturers of hosiery and under- 
wear at Kenosha, Wis., has closed a 
61-year lease, paying close to $200,- 
000, for the control of the north- 
east corner of Fifth Avenue and 
Thirty-eighth Street, New York, 
where about Jan. 1 the company will 
open its first store in the East de- 
voted exclusively to hosiery. The 
yearly rental on the property will 
be $125,000 until 1945 and will ag- 
gregate, over the 61-year period, 
$8,000,000. 


Hosiery Wardrobe Chests 


ITTLE chests in blue and silver, 
or rose and gold, with three 
brass-knobbed drawers, built to con- 
tain a dozen or more pairs of 
stockings, are shown at the hosiery 
department of the Thayer McNeil 
Co., Boston. These chests are shown 
with one drawer open, revealing the 
various types of hosiery which the 
well dressed woman would choose to 
wear with her shoes “for the oc- 
casion.” 
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window brought 
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Everwear Helps You Stop 


the Peddler Evil 


Why has Everwear spent money, time and thought to originate a 
plan for stopping hosiery peddler invasions on retail tradeP Why 
do they send that plan, with a poster, absolutely free to any reputable 
merchant requesting it, whether or not an Everwear dealer. 4 Be- 
cause Everwear realizes that the success or failure of all good retail 
merchants means Everwear’s gain or loss. Everwear pledges the 
resources of its entire organization to fight on the retailer’s side. 

@ Thus, with every problem the retailer meets, Everwear is pre- 
pared to help. - If it’s quality—Everwear assures it through long 
wearing, never forcibly stretched hose of the finest materials pro- 
curable, Paris styled and slenderizing. If price—the retailer’s profit 
is considered first. If shipments—Everwear’s immediate service, as 


often as desired, is the amazement of our dealers. @ Will you prove this by a trial order when you 
send for the Anti-peddler Challenge PlanP 


THE EverRWEAR HosIERY CoMPANY 
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